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Buying Selling Power 


BSERVE the number of progressive leaders in 
the mill supply industry issuing new Donnelley- 


them knew from previous experience the selling power 
of Donnelley catalogues. 

It is significant also that so many distributors having 
intimate knowledge of comparative values and costs 
have Donnelley’s build their catalogues, edition after 
edition. 

When men are buying value as never before, the Don- 
nelley output continues the largest in the industry. Take 
the mill supply distributors who have bought catalogues 
during the past two-and-a-half years. The orders have 
been placed with Donnelley’s by approximately go per 
cent of those to whom Donnelley’s have submitted pro- 
posals 

It will cost you nothing to learn how easily you too 
may lave the sales aid of a catalogue built to your in- 

Widi:.l requirements. 














The World's Largest 











Mirs. of Taps and Dies 































“Dan” Bell 


The Southwest certainly knows Mr. Bell 
He is ‘“‘Dan’’ to every hardware and mill 
supply jobber in Texas, Oklahoma, Louis- 


iana and Arkansas 
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You can sell 
Little Giants 


They are different from the ordinary 
screw extractor. They don’t break off. 
The edges don’t wear dull after a cou- 
ple of jobs. They take hold without 
being hammered in—a_ proceeding 
which often locks the broken screw in 
its hole, 


By just looking at the design you can 





see that this is an extractor that 
really grips the screw, The “Little 
Giant” is the sort of a tool that sells 
on sight. There are no comebacks— 
thus it helps the sale of your other 


Greenfield items. 











C. C. Zeigler 
Ever since 1920 Greenfield business in the 
great industrial district around Chicago 
has been under **Zig’s’’ watchful eye. He's 
not only a first class salesman with a 
hest of friends, he’s a tool engineer. 


PROFIT Maker -- - 


“Litth Giant” Serew Extractors are 
made in thirteen different sizes. They 
are also put up in six convenient sets, 
each designed to fill a particular need. 





They are easy to sell, easy to stock, 
a real profit maker. How about check- 


ing your stock? 


A new 


Twist Drill Angle 


One way to make more profits from 
twist drills is to reduce the cost of 
handling them. This is being done 
very effectively by distributors who 
handle (reenfield Drills. 
ordered, shipped and handled along 


They are 


with taps, dies and screw plates, and 
real savings can be made. Of course, 
the quality is excellent and if you 
doubt it, we will help you run a test 
any time—anywhere. 


GREENFIELD. 





Robert E. Bell 


““Bob’’ helps his brother Dan sell Green- 
field tools throughout the Southwest. It’s 
pretty hard to pick a favorite between 
these two! 


Threading Machines 


beginning to Move 





Funny how many shops need a power 
threading tool like the GTD machine. 
It is inexpensive, rugged and fully guar- 
anteed, There is no reason why mill 
supply houses shouldn't push this Green- 
field machine. We have the literature. 
We carry the stock. For the supply 
house it’s all profit and no investment. 
Write today for latest circulars. 


—-r-eem 


GREE ELD’S 
TOO NES 


l. Serew Plates 
2. Taps 

3. 

. Twist Drills 
5. Reamers 

6. Gages 

7. Pipe Tools 

8. Machine Tools 
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Mill Supplies 


Believes— 


‘1. More selective 
selling—the concen- 
tration of sales effort 
on known products 
in known markets— 
is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 


A. M. MORRIS 
General Manager 


NEW YORK OFFICE: 
280 Madison Ave. 


CLEVELAND OFFICE: 
Rockefeller Bldg. 
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O meet the demand for equipment ca- 
pable of both external and internal 
grinding operations, the Dumore Compa- 
ny offers a complete series of quills, all 
of which are adaptable for use with the 
No. 5 Dumore Grinder. 


Specifications on these quills are as given 
above. Accuracy to .0001 inch. For difficult 
production grinding operations, special 
quills designed particularly for the job can be 
provided. We have designed quills to grind 


No. 5 Dumore Precision Grinder 


to a full depth of 18 in. with very satisfactory 
results . . . Write for complete information on 
Dumore special quills and a copy of “Precision 
Grinding” describing Dumore 

Grinders and their work. 


THE DUMORE COMPANY 
101—16th Street, Racine, Wis. 


Please send complete information on 
Dumore special quills and a copy of 
™ ision Grinding.” 


City a 


DUMORE 43% GRINDERS 


REG U S PAT OFFICE 
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ALL 
OK PART 


EPUBLIC’S plan of merchandising is an elastic one. It is 
possible for a Distributor to secure the entire franchise 
.. and it is a valuable one. Or he may handle any one 
or more lines of the Rupublic products. Or, if he so elects, 
any single item of any line may be taken. In this way Re- 
| public is in a position to render practically any type of 
service that the Distributor may need .... and back him 
up in the process with the 5-point sales policy. 


THE S-POINT POLICY k* * * * * 


1. A line of rubber items sufficiently complete to permit effectively supplying the requirements of the trade solicited. 


2. A quality of products uniformly good and capable of delivering service results that should be reasonably 
expected. 








3. A price basis inducing and making possible aggressive competition with reasonable profit return. 

4. Freedom from competition from the source of supply, either direct or indirect, among the trade covered by his 
day-to-day solicitation. 

5. Selling helps of reasonable amounts so that his sales force may be given the advantage of specialized training 
and a knowledge of the product sold. 


THE REPUBLIC RUBBER COMPANY 


YOUNGSTOWN OHIO 
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YOUR TESTS CAN PROVE 
YOUR DRILL COSTS 


veaoe > 
Meus acorn, 


It always has been common practice to buy drilling machines according to the most 
rigid specifications and only after most careful tests. e But, curiously enough, not until 
recently has it become common practice to buy twist drills on the same basis ... not until 
the introduction of the Cleveland “Cost-per-Hole” Drill Test Form.e Now the thoughtful 





Copyright 1931, The Cleveiand Twist Drill Co. 





factory manager tests his twist 
drills according to a carefully 
developed, scientific and accu- 
rate formula, determining, once 
and for all, the best and most 
economical drill for his needs. 





Following this formula, one large tractor 
manufacturer discovered that Cle-Forge 
High Speed Drills rated 100%, Drill B 
60%, Drill C 32% and Drill D 10%. 
Without an accurate basis of measure- 
ment, this result could not have been 
determined. @ It is possible to PROVE 
twist drills today. @ By the ‘‘Cost-per- 
Hole’’ Drill Test Form. Why not let it show 
you the advantages of Cle-Forge High 
Speed Drilis? Just send coupon at left. 
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THEY WERE USING 1910 BOLTS 
ON 1931 MACHINERY 








Design and materials had kept pace but obsolete, costly 
bolts were still used, An interesting RB & W case history 


A PURCHASING AGENT for 
an R B & W customer asked us 
for prices on a type of bolt we 
had not made for his industry for 
years. We went to see what he 
intended to use the bolt for, and 
encountered a mechanical an- 
achronism not without a vestige 
of humor. 

A certain piece of equipment had 
been improved every few years, 
with the exception of the bolts, 
which remained the same type of 
20 years ago, much too heavy for 
current requirements, and very 
expensive to make. The bolt had 





been designed in the days before 
cast iron flanges were replaced by 
the more ductile pressed steel 
flanges now in use, and when other 
parts of the equipment were cruder 
than now. But no one had thought 
to modernize the bolt design. 
Of course the customer 
appreciated the suggestion 
of the R B & W Engineer- 
ing Service that a standard 





bolt would serve the purpose and 
cost considerably less. 

Has your bolt and nut design 
kept pace with other improve- 
ments? Does this offer an op- 
portunity for constructive cost 
cutting and improved value of 
your products? Make the 
R B & W Engineering Ser- 
vice your Bolting Material 
Counsel. 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 


ROCK FALLS, ILL. 
Sales Offices at Philadelphia, Detroit, Chicago 


PORT CHESTER, N. 


, San Francisec 


CORAOPOLIS, PA. 
, Los Angeles, Seattle, Portland, Ore. 
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a ‘S SPEED REDUCER BUSINESS 
IN THE PROCESS INDUSTRIES 


PLANTS G & F SPEED REDUCER APPLICATIONS 


1297— CHEMICAL Crushers, Mixers, Conveyors 











™e? Mills, Batak Machines, Grinders, Crushers, Conveyors 


Grinders, Mixers, Conveyors 


Crushers, Pulverizers, Mixers, Rotary Kilns, Conveyors 


Mixers, Agitators, Grinders, Conveyors 


Beaters, Grinders, Agitators, Calenders, Pumps, Conveyors 





Calenders, Conveyors, Mixers 


89—SOAP 


It’s Easier to Get Y our Share 
WITH THE GeFf LINE 


Rucncauy every one of the 4765 plants listed above contains ap- 
plications for more than one type of speed reducer. On some drives, 
the worm type speed reducer serves best . . . on others, the planetary 
type is most efficient . . . still others demand the herringbone type of 
speed reducer. No one type of speed reducer will fill the bill on all kinds 
of drives. Can you offer your customers the most efficient type of speed 
reducer for all their drives? 





The distributor who carries the G & F line has the advantage, for he 
can offer the correct type and size of speed reducer for every applica- 
tion. This advantage is one of your advantages when you handle the 
G &F line. Learn about the other advantages a G & F distributorship 
can offer you. Send for our complete dealer plan. It will interest you. 





Companies 
Merged to form 
GEARS AND FORGINGS, INC. *———” 
GENERAL OFFICES: $153 WOODHILL RD., CLEVELAND, O., U.S. A. Van Dorn & Dutton Co. 
District Offices: Chicago, Pittsburgh, Detroit, Buffalo, NewY ork, Indianapolis a 
Factories: Cleveland, Chicago, Ford City, Pa. Obio Forge Co. ; 









EARS sw FKORGINGS, INC. 
SPEED REDUCERS 
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Silvertop.. 


STEAM TRAP 











THE NEW ANDERSON 


Sihertop. 


STEAM TRAP 


has these exclusive features 








Recessed gas- 
ket prevents 
any possibility 
of blow-outs. 


Bucket clevis 

heat treated, 

rust-resisting 
alloy. 




















Valve seat of 
Nitralloy. 






Valve of 
Nitralloy. 










Clevis pin and 
lever pin heat- 
treated, rust- 
resisting alloy. 

































Deflector pre- 
vents partial 
closing of 
valve when 
there is an in- 
rush of con- 
densate. 








Here are the exclusive features of Silvertop—the new 
Anderson Model-A inverted bucket Steam Trap— 
that make it the best trap money can buy. 


FIRST. Unusual simplicity of the working parts. The 
valve is mounted on a lever, eliminating compound 
levers and valve stems which retard the flow of 
discharge. This means longer wear and uninter- 
rupted service. 


SECOND. The deflector in the bottom of the trap 
has a small orifice which prevents excess of in- 
flowing condensate from impinging on the bottom 
of the bucket, which would cause it to rise and 
partially close the valve. The inverted bucket rests 

on the deflector when the trap is discharging. 








Excess condensate is deflected toward the trap 
body and passes up through the trap on the out- 
side of the inverted bucket. This washes heavy sedi- 
ment not in suspension from the bottom of the trap 
and carries it off with the discharging condensate. 


THIRD. The valves and seats are.made of Nitralloy— 
the best erosion-resisting metal obtainable and all 
leversand pinsare of heat treated, rust-resisting alloy. 


Before you buy your next trap ask to see Silvertop “the 
copper colored trap with the silver colored top.” Every 
engineer will immediately recognize its advantages. 
Send today for complete description, including prices. 


THE V. D. ANDERSON COMPANY 
1944 West 96th Street : Cleveland, Ohio 
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BALL BEARING 
SPUR-GEARED 


CHAIN 
HOISTS 


AN IMMEDIATE 
OPPORTUNITY FOR 
YALE DISTRIBUTORS 





For months, leaders of 

industry have been co- 

operating in a drive 

to improve business 

through industrial mod- 

ernization. Yale Distrib- 

utors can cash in on this movement by 
pushing the sale of Yale Chain Hoists and 
trolleys—the strongest, speediest, most 
powerful, efficient and up-to-date equip- 
ment for hoisting and conveying. 


These are days of economy. Yale Chain Hoists 
combine modernization with economy. 





Distributors serve industry economically. 
Buy Yale from your Industrial Supply Distributor. 


“FROM HOOK TO HOOK A LINE OF STEEL” 
H Praetsting and Conveying Systems 
Be THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 


PHILADELPHIA, PA., U.S.A. 
Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain Hoists, Electric Hoists and Trolleys 




















Titan Steam Hose. A high grade con- 
struction of stout fabric with heat and 
oil resisting rubber, 


3-1 Steam Hose. Wrapped and braided 
plies for ‘dium = and ww pressure 
steam. Kesists heat, oil, grease, fatty 
acids. 


Diamond Creamery Hose. A white 
covered hose similar in construction 
and quality to 3-1. 


Defiance Car Washing Hose. A combi- 
nation construction. Resists heat, oil, 
and internal pressures. 


Diamond Spray Hose. Resists oil, chem- 
i and spray solutions: good for 
pressures up to 500 pounds. 


NEGLECTED 


OPPORTUNITIES 


FOR 


DISTRIBUTOR 


PROFITS 


—" uses of hose are as varied 
as the needs of industry. 
Former Diamond advertisements 
have explained the uses of Air 


Hose, and hose for cold) water. 


Hlowever, there remains about 
six and one-quarter million dol- 
lars’ worth of business that is done 


annually in other varieties of hose. 


It is the purpose of this adver- 
tisement to name the more im- 
portant kinds that are commonly 
overlooked by distributors, thus 
leaving a large replacement mar- 
ket to be supplied by the manu- 
facturer of the appliances with 
which the hose is used. 


It is just as logieal that the dis- 
tributor should take care of these 
hose replacements as that” he 
should be the source of supply 
for transmission belting, bolts, 
brushes, and a thousand of other 
things used regularly by his 


customers, 


Steam and Hot Water Hose, 
and Paint Spray Hlose, are used 
largely in) maintenance’ work. 
Horticultural Spray Hose is very 
widely used in agricultural see- 
tions. Oil Hose and Gasoline Hose 
have a distribution as wide as the 
needs of the oil and automobile 
industries. Oxy-Acetylene Hose is 
the ever present aid of the metal 
worker, both in the fabrication 
of new work and also in all sorts 


of repairs. 


Every distributor is entitled to 


a share of this huge market. 





— 
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Titan Paint Spray Hose. One of the tirst 
real successful constructions for this 
service. It offers distributors an attrac 
tive opportunity for plus sales and 
profits. 


Diamond Gasoline Hose has always 
nong the most successful con- 
ws for this difficult servi 
nprovements in the tub 

soluble im x woline) make a pre- 


Defiance Fuel Oil Hose. This hose solves 
another difficult! service problem. Dia- 


find it) good for 


Diamond Orxy-tcetvlene Hose, tough, 
flexible inner tube free from sulphur 
bloom which tends to clog the outlet. 
7 protect operators we 

strength four to five times recom- 
mended working pressure. 






























Horticultural Spray 
Hose used in spray- 
ing orchard, 


Gasoline Hose at the 
filling station. 


Steam Hose used in 
cleaning boilers. 


Fuel Oil Hose on 
distributing truck. 


[ML OA Bay 
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Pe) 2222s 





What kinds 
of service are 
covered by this 
$6.250.000 


[' is impossible in this limited space to 
illustrate all the varied uses of Steam, 


Spray, Oil and Oxy-Acetylene Hose. 


Steam Hose is used for cleaning boiler 
tubes and flues in power plants everywhere ; 
for pile driving in construction work: on 
steam drills in mining work; for thawing 
frozen shipments of coal, ore, etc., and pre- 
paring frozen ground for excavating: for 
cleaning engines; for heating railroad cars; 
on steam ironing and pressing machines in 
the clothing and dry-cleaning industry; for 
cleaning retorts and stills in the chemical 
industry; in many manufacturing proc- 
esses; and for general clean-up work in 


dairies, creameries, canneries, ete. 


Spray Hose serves two main purposes—one 
being the spraying of chemicals in horticul- 
tural work, and the other the application of 
paints, varnishes, glues, enamels, etec., by 
spraying. Both these are expanding mar- 
kets, in a stage of development well worth 


the attention and effort of the distributor. 


Gasoline Hose is in use on every street 


corner. and oil distributors. from whom the 








service stations secure their hose, are attrae- 


tive prospects for solicitation by jobbers. 


In addition to Gasoline Hose, the oil 





: industry uses various kinds and sizes of hose 
for the handling of oil. Attractive volume 
can be secured by distributors who are will- 
ing to specialize in this industry. Fuel Oil 
Hose and Tank Wagon Hose are used on 
practically all tank wagons, and the use of 
hose for the distribution of fuel oil is 
increasing with the use of distillate for 
domestic as well as industrial heating. Oil 


hose is also used with many oil burning tools. 


Oxy-Acetylene Hose is used with all welding 


apparatus of the acetylene type, and as there 





is a great advance at the present time in the 
use of the welding process, so there is an 
; increasing need for Oxy-Acetylene Hose. 
Welding, which was first recommended only 
for repair work, now is superseding other 
methods in the laying of pipe lines, in the 
fabrication of tanks and pressure contain- 
ers of all sorts, in the erection of buildings, 
and in the production of machinery. A 
familiar illustration is the welded chassis 
now being produced for several well known 
makes of automobiles. The distributor 
should be on the job here, alert to take 


advantage of these new opportunities. 


The Diamond Rubber Company, Ine., Akron, Ohio, 
supplies the country from these eleven service 
centers: Akron, Atlanta, Kansas City, New York, 
Philadelphia. Boston, Dallas, Chicago, Los Angeles, 


Seattle, San Francisco. 






























Paint Spray Hose in 
the factory, paint- 
ing the product 
white. 


























Steam Hlose under 
; tank ear, warming 
aaphalt to promote 
flow through outlet. 


Oxy-Acetylene Hose 
used in fabricati 





and repairing. 





Creamery Hose do- 
ing cleaning work 
in milk plant. 


Here is the distributor’s market 
for steam. spray. oil 


and oxvy-acetvylene Hose 





SERVICE INDUSTRIES MANUFAC ‘RING INDUSTRIES 





Transportation 
Steam Railroads 


Industrie 


Steam Hose for warming and cleaning, for boiler 
cleaning, Fuel Oil Hese for unloading tank cars 
Oxy-Acetylene Hose for repairs. 


Steam Hose for boiler cleaning; Paint Spray 
iten Hose for spraying colors and enamel, and apply 
Electric Railways. . Steam ar Fate se for aaa Oil ing metallic finishes. 


lust from hot gas producer flues, i 

machines; O11 Hose on burners; Cxy 

Hose for repairs; Paint Spray Hoss 
ying decorative finish. 


Paper & Pulp Mills Steam Hose for boiler cleaning, cleaning screen 
lates on machines, cleaning rolls, evaporating 
water from paper stocks, melting ice from logs 
n winter; Paint Spray Hose for maintenanc 


} 


Steam and Creamery Hose for boiler cleaning, 
cleaning vats, machines and floors; Gasoline 
Hose for filling tanks of trucks. 


Steam and Creamery Hose for cleaning with hot 
water or low pressure steam; Paint Spray Hose 
f painting wagons and ment 


1 Hose in process, and for cleaning boiler 
ubes and flues; Fuel Oil Hose for lubricating 
systems of machines; Oxy-Acetylene Hose for 
repair work. 


Steam Hose on steam hammers: Oil Hose fer 
lubricating systems on large machines; Oxy 
Acetylene Hose for repair 


Industri 
Sand & Gravel Plants 
Foundries Steam Hose for clear g bole it Oil Hose 
on heaters, fron t , 
molds; Oxy-Acety t ¢ ng at 
itting, cutting risers « n Paint Spray 
Hose for spraying 





Mech. Machinery... Steam Hose for bol cleaning Hose on 
furnaces and t *S v-Ac ler Hose for 

itti ar weldir n way Hose for 

painting 

ng: Oxy-Acetylere 

1<¢ Paint Spray Hose 

and parts. 


Steam Hose for siphoning and cleaning boiler 
t ting from dock to ship; Oil Hose 
on furnaces, heaters and torches; Oxy-Acetylene 
Hose for cutting and welding; Paint Spray Hose 


for painting inside and out. 


ibes, also hea 


Iron & Steel Plants. Steam Hose for cleaning mains at gas house 
cleaning boiler tubes and flues, connections 
between ladle or kettle cars, for water circula 
tion at tuyeres, as furnace door hose; Oxy 
Acetylene Hose for cutting and welding: Paint 
Spray Hose for maintenance 


process washing and 
boiler tubes; Oxy-Acety 
k; Paint Spray Hose fe 


nting of textiles 


Steam Hose for cleaning boiler tubes, melting 
ton steam shovels and 
tools: Oxyv-Ace ne Hose for repair work 


from logs in iter, an 


Stea Hose for leaning boiler tubes; Paint 
Spray Hose for spraying thin gl 
paint and varnish 


‘ and on hand 
n pressing i Spray Hose for 


nance 


for hot water 
1 live steam 
anks of 














AMOND RUBBER CO... ING... AKRON. OHLO 
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iv.\ @ ek aa mek aca - 
ANNOUNCES— 


A COMPLETE NEW LINE OF 


SEAMLESS STEEL FITTINGS 





FOR WELDING 


SPECIFICATIONS 


(molgei-keMohake 


formed seamless 





Ends machine tool bevelled 


for welding 


Elbows have tangents 


Uniform walis without thinning 


DISTRIBUTED THROUGH JOBBERS 
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We Believe ~ Do You? 


1.—That the activity of the Joint Merchandising Committee 
of the three Mill Supply associations is worth while. 





2.—That theirs is an honest and intelligent effort, by research 
and study, to find the efficient and economical methods of 
distribution. 


3.—That if you are not familiar with the work that this 
committee is doing you are missing much that would lead the 
way to more intelligent distribution and better profits for you. 


4.—That the advance reports of this committee have already 
justified our subscription and that your support would yield 
equal benefit to you. 





We believe that the Industrial Supply Distributor can successfully and profitably 
sell Stanley Portable Electric Tools and that the line opens up a field for specialty 
selling which will offset some lack of volume and decreased profit in lines of mer- 
chandise which you have stocked and sold for many years and which, through 
changed methods of manufacture, are bound to reflect decreased sales. 


THE STANLEY ELECTRIC TOOL COMPANY 


New Britain, Conn. 


Sales Offices and Service Stations: 


New York Chicago Philadelphia Detroit Boston Buffalo Cleveland 
Cincinnati Kansas City Richmond Dallas Los Angeles Seattle 
San Francisco Oakland Montreal Toronto 


le SHEET METAL 
HAMMERS CUTTING TOOLS AERIAL GRINDERS 





STANLEY ELECTRIC TOOLS 


















MILL 


SUPPLIES 


With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
FOUNDED IN 1910 BY ELMER CRAWFORD 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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It Takes a Specialst 
to Sell the Textile Trade 


Every salesman on our 
force is a textile special- 
ist. He has to be to 
serve our customers 


properly 


By D. R. DICKSON 


Manager, Mill Supply Department, 
Greenville Textile Supply Company, 
Greenville, South Carolina 


, \HE business of selling tex- 
tile supplies is naturally a 
very specialized one. Be- 

cause of this fact, we give particular attention to the 

training of our salesmen. In addition to assistance from 
manufacturers’ representatives at regular intervals, we 
hold sales conferences twice each year. We believe it is 
better to have short conferences twice a year, rather 
than a longer one annually as it keeps the men on their 
toes and ready to face new objections that may come up 
during the interval. 

A considerable portion of the time of our sales con- 
ferences is devoted to a round table discussion of the 
lines we carry. This gives all the men an opportunity 








Despite many change-overs to direct drives, belting is 
still a major item in the textile industry. 


to submit their ideas in regard to selling specific items. 
In addition to talking over the lines we are already 
handling; we also take up products we are considering 
putting in stock. 

These proposed items are talked over with the men 
to get their views as to the sales possibilities. Not only 
do the views of the men serve as a guide for executives, 
but they also accomplish other purposes. If most of the 
men are in favor of taking on an article, we have a 
right to expect that, having voted for it, they will push 
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it with their customers. 
Then, too, as a result of 
this open discussion, the 
minority is often swayed 
in its opinion of the pro- 
posed item by the en- 
thusiasm of the others. 

In the textile industry, 
which predominates in 
our territory, belting is a 
line of utmost import- 
ance. Therefore, every 
one of our men is spe- 
cially trained in the ap- 
plication of belting. Ev- 
ery mart is capable of 
figuring a V-belt drive 
as well as flat belting of 
different types. And, speaking of 
belting, I should like to point out 
what I believe to be one of the 
greatest evils of the belting indus- 
try. 

In too many cases, manufacturers 
and distributors figure on minimum 
belting requirements. It begins with 
machinery manufacturers, who rec- 
ommend the narrowest, lightest pos- 
sible belt for the work to be done 
in an effort to show the 
buyer how economically 
their machines will oper- 
ate. Then the distributor, 
in his desire to show cus- 
tomers how cheaply he 
can supply them with 
belting, often recom- 
mends too light a belt. 

The result is that many 
drives are suffering from 
underbelting. 

All belting is designed 
to pull a specific load. 

Where it is used on a 
machine of greater load, 
it is bound to wear out 
before its time. The user 
is then perfectly justi- 
fied in either making a 
complaint or even buying his belting some other place. 

It is our policy to figure on belts that are wide and 
strong enough to do the work properly, even though 
they do cost a bit more than the customer has been 
paying. That buyers are easily convinced of the sound- 
ness of our policy of selling belts of adequate capacity 
is seen in the fact that as a result of it, belting sales 
have increased, 

On account of economic conditions in the textile in- 
dustry, the mill supply distributor is of greater im- 
portance than ever before. Hand-to-mouth buying is 
partly responsible for this. Then, too, the mills are 
working as never before to reduce overhead. Spindle 
speeds and looms have been increased. This, in turn, 
increases the efficiency of the individual mill worker. 
At the same time, it increases the necessity of furnishing 
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A million moving parts constantly 

pounding and shaking is the picture 

one gets in viewing a cotton mill. 

Upon the replacement of these parts 

depends a large portion of the dis- 
tributor’s profits. 


The air in a cotton mill is kept very 
damp. This affects certain supplies 
used, particularly bobbins which must 
be made of specially conditioned 


ual, bins is well shown by an incident 


better quality goods to 
the mills. 

Bobbins, for example, 
must be perfectly true 
for at a speed of 13,000 
r.p.m’s., only a slight de- 
viation will cause consid- 
erable trouble. As num- 
erous different bobbins 
are required for different 
types of cloth produced, 
it is inadvisable for the 
distributor to attempt to 
carry a complete stock 
on hand. We take orders 
and a sample. The bob- 
bins are then turned out 
by the manufacturer ac- 

cording to the sample. 

There is an idea prevalent that a 
bobbin is a bobbin; that anyone can 
sell them, and that the lowest price 
is the one to accept when in the 
market for them. As a matter of 
fact, however, it is absolutely essen- 
tial that bobbins measure up exactly 
to standard. The care used by man- 
ufacturers in making quality bob- 


that occurred not long 
ago. A sample bobbin 
was sent out, with a 
large order for bobbins. 
In due time, the ship- 
ment of bobbins arrived 
and the purchasing agent 
looked it over. 

It wasn’t long before 
the “p. a.” had put in a 
hurry call for our sales- 
man, the manufacturer 
being 1500 miles away. 

**What a confounded 
mess you handed us,” 
the purchasing agent 
roared looking at the 
sample bobbin and one 
of those from the new 
shipment. ‘‘I suppose 

you will try to tell me that these bobbins are the same 
as we have been using.” 

“Yes, they are,” said one salesman after examining 
them carefully. 

“But they don’t measure up the same,” the purchasing 
agent insisted. “I tried one of them out on a machine 
and they don’t fit at all.” 

The salesman just smiled at that, and inquired, “When 
did the new ones come in?” 

“Just this morning and they are going right back 
again too,” the purchasing agent declared. 

“Now, Mr. Blank,” the salesman said, “Aren’t you a 
bit hasty? You have voluntarily brought up one point 
about our bobbins that I should have mentioned before. 
The bobbins you are using have been in the mill for 
weeks and weeks. The air in the mill (Turn to page 64) 
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Merchandising Committee’s 


Central Office 
Swings into 


INCE the opening 
of the central of- 


fice of the Joint 
Merchandising Commit- 
tee in Youngstown on 
August 12 some surpris- 
ing facts have been 
brought to light. 

Despite the fact that 
the committee’s program 
has been developed to 
enhance the value of the 
industrial distributor 
throughout industry, 
manufacturers have 
shown a greater willing- 
ness to cooperate in the 
movement than have dis- 
tributors themselves. In 
addition, they have shown 
a more complete under- 
standing of the program 
and have fulfilled the 
requests of the central 
office more completely, 
efficiently and quickly. 

We do not mean to in- 
timate that distributors 
have failed to help the 
movement along, but up 
to now manufacturers 
have out-performed them 
so far as cooperating 
with the central office is 
concerned. 

This situation is ex- 
tremely encouraging, 
looking at it from one 
angle, for it shows defi- 
nitely that manufactur- 
ers are willing to help 
prove the “economic im- 
portance” of the distrib- 
utor and enhance his 
value to the entire indus- 
trial world. 


ACTION 


By R. M. GATTSHALL 


Executive-Manager, The Joint Merchandising Committee 
of the Mill Supply Business, Youngstown, Ohio 


The Purpose of the Joint Merchandising 


Committee Is: 


TO SHOW 


That the shortest route for industrial supplies to 
the consumer is through the industrial supply dis- 
tributor. 

To emphasize this to manufacturers, distributors, 
and users of industrial supplies. 


TO ESTABLISH 


By continued research, such errors as may appear 
in the buying and selling policies of each interested 
factor, to the end that proper corrections may be 
made by each. 


TO DISSEMINATE 


These facts to manufacturers, distributors, and 
users of industrial supplies. 


TO FOSTER 


The growth of harmonious cooperation between 
manufacturers and distributors of industrial sup- 
plies, thereby making possible a more efficient and 
economical flow of supplies from producer to user. 


In the first issue of the 
“Coordinator,” the offi- 
cial bulletin of the Joint 
Merchandising Commit- 
tee, a request was made 
for lists of distributors 
and manufacturers with 
which to cross check the 
records already in our 
possession. It is reason- 
able to assume that dis- 
tributors knowtheir com- 
petitors, sources of sup- 
ply and the names and 
addresses of the men 
running the businesses. 
Manufacturers, of 
course, have a complete 
list of their distribu- 
tors. If these lists 
could be secured it 
wouldn’t take long to 
compile a complete, au- 
thentic, up-to-date list of 
every distributor and 
manufacturer in the 
United States. 

In making our request 
for these lists, we ex- 
plained that they were 
needed so that the facts 
concerning the Commit- 
tee’s activities could be 
put before every inter- 
ested person. 

Even though the ef- 
forts of the Committee 
are being put forth to 
enhance the value of the 
distributor to manufac- 
turers and users, every 
list submitted, up to the 
time this article was 
written, has come from 
a manufacturer. 

Here is another inter- 


At the same time, however, it sounds a warning note 
for, while the distributor has within his grasp the oppor- 
tunity to cash in on a worthwhile cooperative movement 
in his behalf, he must do his part because, if manufactur- 
ers ever get it into their heads that the whole burden is 
being put on their shoulders, they will soon lose interest 
on the theory that if the distributor is not interested in 
helping himself, why should they be interested in help- 
ing him? 

Getting back to my previous statement that manufac- 
turers have shown a greater willingness to cooperate 
with the central office than distributors, let me explain 
the situation. 
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esting fact. At the moment, there are 231 subscribers to 
the movement—an excellent showing when you consider 
that less than 400 distributors and manufacturers at- 
tended the Memphis and Washington Conventions, the 
only places the plan was broadcast, outside of the trade 
press—147 of whom are distributors and 84 manufac- 
turers. 

Each of these 147 distributor subscribers do business 
with a number of manufacturers and at the time each 
of the 84 manufacturers are selling many distributors. 
Because we believe that subscribers should be most en- 
thusiastic about getting the facts concerning the plan 
before the entire industry (Continued on page 68) 
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Ts Your Financial Plan 
Standing the Test of 


EPRESSION years 
prove the soundness 
and efficiency of the 

individual financial plans of 
distributors, as well as of 
other business enterprises. 
Many distributors fell by the 
wayside in 1930 and, unless 
certain glaring financial weak- 
nesses are corrected immedi- 


ately, 1931 and _ succeeding 
years will probably take their 
toll also. 


One of the weaknesses fre- 
quently found in a distribu- 
tor’s financial set up is the 
failure to provide a sufficient 
amount of working capital, or, 
in other words, to properly 
apportion his total investment 
between current and fixed 
assets. 

A second deficiency, which 
strains an otherwise adequate 
amount of working capital, is 
the failure to keep it really 
liquid through a maximum 
turnover. The proportion of 
the total invested capital re- 
served for conducting the cur- 
rent operations of a business 
is perhaps more important 
than the actual amount so 
apportioned, because the prop- 
er apportionment thereof may 
spell the difference between a 
profit and a loss, if not receiv- 
ership. 

Adequate working 
capital is essential in 
order that the dis- 
tributor may maintain 
his own good credit 
standing, while carry- 
ing those accounts re- 
ceivable which in- 
evitably tend toward 
slowness when a de- 
pression approaches. 
Furthermore, the vol- 
ume of business which may be safely attempted is gov- 
erned more by the available working capital than by the 
total capital. 

To illustrate the advantages to the distributor who 
properly allocates his investment of total capital and 
obtains a good turnover of his working capital, the 
actual condensed financial statements of two distributors 
are set up comparatively on page 19. 

The difference in the distribution of the assets of 
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William V. Lindblom 


the Depression? 


By WILLIAM V. LINDBLOM 


Assistant Treasurer, Walworth Company 


Making a profit or sustaining a loss ts 
often determined by the efficiency with 
which working capital 1s managed 


these two distributors is noted im- 
mediately. The one has apportioned 
78% of his total to gross working 
capital, and the other but 41%. The 
distributor, whose function is pri- 
marily that of merchandising, re- 
quires little, if any, machinery, and 
does not need a stock of raw ma- 
terials nor any work in process. 
Therefore, he should have a mini- 
mum investment in fixed assets. 
Buildings, shelving, delivery equip- 
ment, office equipment and possibly 
pipe-shop equipment, sufficient only 
for his volume of business, should 
represent considerably less than 
half of his invested capital. The 
bulk of his investment should be in 
inventories, receivables and cash. 
These items may be expanded or 
contracted almost at will in accord- 
ance with the requirements of busi- 
ness conditions. The expenses in- 
cident upon fixed assets are prac- 
tically a permanent burden, regard- 
less of depression and boom years. 
In this respect, then, it is apparent 
that distributor “A” has pursued a much wiser financial 
policy than distributor “B.” 

We find that the net working capital—the difference 
between current assets and current liabilities—of dis- 
tributor “A” is $57,379.23, and that of distributor “B” 
is $95,464.04. The ratios of current assets to current 
liabilities are respectively 1.4 and 1.6 to 1, whereas the 
traditional, even though somewhat mythical, require- 
ments of good business are 2 to 1. In spite of the 
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smaller working capital and a poorer 
current ratio, it was distributor “A” 
who earned a good profit in 1930, and 
distributor “B” who sustained a loss. 
The reason for such divergent results Aabeae 
is found in the manner in which the Cash 
working capital was handled. 

The distributor’s profits depend not 
alone upon adequate working capital, 
but also upon the way he manages it. 
The quality of the management of 
working capital may be determined by 
turnover ratios. The most important 
of these are: turnover of total working 
capital, turnover of inventories, and jabilits 
turnover of receivables. 


Condensed Balance Sheets 
As of December 51, 1950 
6 2,672.08 1 mn ¢ 433.10 


Neceivables less Reserve 130,090.88 54 19 114,767.52 
Inventory 


55,542.75 __25 
Total Current Assets 186,504.64 78 41 254,851.21 


Fixed Assets less Dep'n. 37,509.72 16 254,875.55 


Deferred Charges 2,175.56 1 4 25,061.36 


Other Assets 


— 2s 158-27__5 
Total Assets 236,926.19 100 100°“ 621,504.41 


Notes Payable 21,181.42 9 15 94,012.55 


Accounts Payable 107,745.99 45 
rotal Current Liabilities 128,925.41 54 26 


HE turnover of total working cap- 

ital is determined by dividing the 
annual sales by the average of the 
monthly values of total current assets 
for the year. It is axiomatic that the 
more times a dollar can be put through 
the cycle of cash, inventory, accounts 
receivable and back to cash, and carry a 
profit with it, the greater will be the 


159,587.17 


Mortgage nu 69,600.00 


Capital Stock 69,100.00 50 54 337,800.00 
Surplus 


— 58,900.78 _16 7 
256,926.19 100 100 621,504.41 


Condensed Profit and Loss Statements 
For the Year Ending Dec. 51, 1950 


annual earnings per dollar invested. The 
monthly values of working capital are 
not available for the two distributors 
whose statements are under considera- 
tion, but for purposes of comparison 
of the relative efficiencies of the two 
managements, the December 31 figures 
may be used. 


Net Sales 
Cost of Sales 


Gross Profit 


Adm Selling & Gen. Exp. 


Net Operating Profit 


Other Income 


Cther Charges (Inc. Fed. Tax) 


Distributor "A" 
$1,046,686.19 100% 


204,569.44 86 
142,116.75 14 
—— 109,951.26 1) 
52,165.49 


49,575.07 5 
22,406.75 2 


Distributor "B" 
1008 $507,961.54 


—22___ 401,786 .05 
21 106,175.29 
~24___120,705.95_ 

14,526.64 


-2 7,981.72 
—5___18..427.04 


Distributor “A,” according to these 
figures, turned over his working capital 
5.6 times, and distributor “B” 2 times. 
Therefore, with a smaller amount of 


Net Profit 





27,166.52 5 -5 26,408.76 








working capital and a smaller mark up, 
distributor “A” was able to earn a larger 
gross profit. Had distributor “B” obtained the same 
turnover of working capital as distributor “A” his gross 
profit would have been in the vicinity of $300,000 and 
he would undoubtedly have shown a good profit for 
the year. 

The turnover of inventories is obtained by dividing 
the annual cost of sales by the average monthly inven- 
tories. As in the case of the turnover of total working 
capital, the more frequently a dollar can be invested in 
inventories and taken out at a profit, the greater the 
earnings per dollar of investment. It will again be suffi- 
cient for comparative purposes to use the inventories 
shown in the balance sheets on this page. However, 
it is necessary to adjust the data for consigned inven- 
tories and direct shipment sales. Distributor “A” ap- 
proximated a turnover of 6 times, whereas distributor 
“B” turned his inventory approximately 4 times. Dis- 
tributor “A” therefore, shows better management of 
inventories also. 

The turnover of accounts receivable may be stated as a 
ratio obtained by dividing the annual sales by the accounts 
receivable balances, or it may be indicated by stating 
the number of days sales represented by the accounts 
receivable balance. This ratio is an index of the effi- 
ciency of the credit and collection manager. The maxi- 
mum profit is limited by the difference between the sales 
and cost of sales, and the more frequently a sale can 
be made with this profit margin, the greater the earn- 
ings for the distributor. If, however, the money be- 
comes tied up in accounts receivable, it cannot also be 
available for replacement of inventory, so as to make 
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The difference in the distribution of assets of these two 
distributors is noted immediately in their condensed finan- 
cial statements which are set up comparatively. 


another sale possible. To a certain extent, this difficulty 
may be overcome by borrowing money, but this causes 
an added interest burden upon the business, and there 
is a limit to the amount of money which is obtainable 


in this manner. Ultimately, there will be insufficient 
funds with which to pay bills promptly, let alone dis- 
count them, and the distributor’s credit will be cut off. 
It is apparent, therefore, that the rate of turnover of 
accounts receivable is of great importance. Distributor 
“A” shows a turnover of 8 times and distributor “B” 
about 414 times. In terms of days sales, counting 308 
working days in the year, the figures are approximately 
38 and 70 days respectively. The credit department of 
distributor “A” is quite apparently the more efficient in 
its management of investment in receivables. 

That it was possible to make handsome profits in 1930 
is proved by the statement of distributor “A,” who 
earned a return of 2.60%. on his net sales, which was 
equal to 36% on his net worth during that year. The 
financial statement from which these percentages were 
figured, was certified by public accountants. The achieve- 
ment is the more significant when compared with the 
average operating results of a group of distributors in 
light of the failure statistics of 1930 reported by Dun 
and Bradstreet. The Manufacturers’ Clearing House of 
Illinois reports that 203 firms located west and south of 
the Allegheny Mountains and east of the Rockies, 
showed an average loss, not including (Turn to page 66) 
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Are You Getting Your 





Share of the HOIST 
BUSINESS? | 


Every industrial plant which 
handles loads of 300 pounds or more 
1s a potential buyer of hotsts. 


which to concentrate sales 

efforts, there are several im- 
portant factors which must be 
considered. These factors in- 
clude the present and potential 
market for the products; the 
profit possibilities ; the nature of 
the items, whether technical or 
non-technical; the most success- 
ful sales methods in use; the 
sales cooperation which can be 
secured from manufacturers in 
developing accounts; and _ the 
competition, direct and otherwise 
which must be combatted. 

In our study of chain and elec- 
tric hoists, we have taken each 
of the above factors into consid- 
etation. 

That the market for these 
products, both present and po- 
tential, is broad is made apparent 
in the facts brought out in a 
recent survey conducted among 
industrial plants by “Mainte- 
nance Engineering.” Ninety per- 
cent of the plants supplying data 
in connection with the survey re- 
port the use of hand chain hoists, 
while 62% operate electric hoists. 
These same plants state further 
that but 48% of their chain hoist 
requirements and 45% of their 
electric hoist needs are purchased 
from the distributor, the remain- 
ing being secured direct from the 
manufacturer or from other 
sources of supply. 

Thus, in addition to a worth- 
while market even under present 
conditions, the potential which 
distributors have to shoot at is 
even more attractive. 

Most distributors recognize 
the sales possibilities in handling 
hoists, in that approximately 92% 
of those questioned recently by 
Mit Supp ties are selling chain 
and 63% electric hoists. Of 
these distributors, 41% are 
operating on an exclusive terri- 
tory basis, handling one line of 


20 


I: choosing products upon 





A 1%-ton hoist handling sheets in 
and out of pickling vats. 





Ball bearing, spur-geared hoists han- 
dling motors in the Reo Automo- 
bile Company plant. 


hoists. That this sort of an ar- 
rangement pays is seen in the fact 
that the average annual chain hoist 
sales per distributor in this cate- 
gory in 1929 was $8,588 as com- 
pared with $6,155 per house by 
distributors having no territory 
agreement. One obvious advan- 
tage in concentrating sales efforts 
on one line is the higher rate of 
turnover which can be secured. 
One distributor, handling three 
chain hoist lines for example, re- 
ports an annual turnover of but 
1.5, while another selling one line 
turns his stock 5 times. 

Sales methods employed in sell- 
ing hoists are interesting. Eighty- 
eight percent of the distributors 
cooperating with Mitt Suppvies 
in its survey report that the regu- 
lar salesmen, unsupported by spe- 
cialty men or factory representa- 
tives, can sell hand chain hoists 
satisfactorily. On the other hand, 
only 33% feel that electric hoist 
sales can be handled properly by 
the regular salesmen alone, the 
consensus being that some sort of 
technical assistance is essential, 
either from a specialty man on the 
payroll or a factory representative. 


ANUFACTURERS are 

thoroughly aware of the 
need for technical assistance in 
regard to electric hoist installation 
and stand ready to assist when- 
ever necessary. In seeking factory 
advice on a particular installation, 
distributors will save much time 
and trouble by submitting complete 
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An electric hoist at work in a Georgian lumber mill. 


data concerning it. One item of 
information often overlooked but 
very important has to do with 
submitting full details concerning 
the electrical setup in the plant 
of the prospect. 

Hoists are sold largely on a 
utility basis. The more jobs a 
hoist can take care of, the lower 
the ultimate cost and hence, the 
easier the sale. By studying typi- 


cal installations salesmen can pick 
up a host of valuable ideas. 


OW maintenance cost is another 
powerful sales weapon for 
the hoist salesmen. Manufactur- 
ers are continually stressing facts 
about their equipment which lower 
the cost of maintenance and in- 
crease its life; such as roller and 
ball bearing construction, load 
governors, dust-proof housings 
and the like. 

Of course, in connection with 
maintenance costs, distributors 
have a powerful sales argument in 
their local stocks of repair parts. 
The maintaining of such stocks 
greatly enhances the distributor’s 
opportunities for securing original 
installation orders, besides assur- 
ing additional business in connec- 
tion with the maintenance of the 
hoist. This latter business is not 
to be ignored either, for no matter 
how prominently a manufacturer 
may indicate the capacity of his 
hoist, users are going to continue 
to ignore the warning. Thus, rush 
repair jobs will continue in evi- 
dence and the distributor must be 
on the job with repair parts to 
take care of the work. 

While many distributors are at 
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A 43§-ton hoist handling drums of 


oil in a warehouse. 


or 
oe 
a 


Ba 
ES 
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A two-ton hoist on a single I-beam loading stone. 


present doing a creditable sales 
job on both chain and electric 
hoists, there is room for vast im- 
provement. When one stops to 
consider the tremendous avail- 
able hoist market—every indus- 
trial plant which handles loads of 
300 pounds or more is a poten- 
tial buyer of hoists—and then 
notes that more than 50% of the 
available business is now passing 
through other channels, the prog- 
ress to be made is apparent. The 
market for hoists is not neces- 
sarily with large plants, one 
manufacturer pointing out that 
50% of the sales comes from 
small plants. And small plants, 
of course, are even more depend- 
ent upon the industrial distribu- 
tor than are large ones. 
(Continued on page 84) 


A battery of electric hoists in use in a large steel plant. 


















Power house of an important 

railroad, supplying power to 

shops. There’s a market here 

for pumps, motors, pipe, 

valves, fittings, couplings, and 
allied products. 


Existing conditions, 
plus hand-to-mouth 
buying policies 
strengthen the dis- 
tributor’s posttion 
in regard to secur- 
ing a greater per- 
centage of railroad 
business 


ti here's F. otential | 


car shops, freight and passenger stations, freight 


r NHE railroads, with their countless machine shops, 


yards, bridges, and thousands of miles of tracks, 
are, obviously, tremendous users of industrial supplies and 


equipment. 


Their yearly purchases of maintenance sup- 


plies alone run well up into the millions. 


To the casual observer, there- 
fore, the railroads would appear 
to be among the best customers 
on the distributor’s books. And 
while railroads do purchase many 
millions of dollars of supplies 
from the distributor, a far greater 
amount is bought through other 
channels. According to the survey 
conducted by the Joint Merchan- 
dising Committee of the Mill Sup- 
ply Business, distributors at pres- 
ent are selling but 6% of the 
maintenance supplies used by rail- 
roads, 

In seeking reasons as to why 
distributors are getting such a 
small percentage of the total avail- 
able business, two policies in gen- 
eral use with most roads stand out. 

First, and perhaps most difficult 
to get around, is the policy of cen- 
tralized purchasing. Buying in one 
center for the entire line is thought 
by most railroads to be econom- 
ical. 

The second policy practised by 
railroads, and one which is linked 
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There are many uses for materials 

handling equipment in shops and 

freight houses. This 3-ton hoist is in 

operation at the Milwaukee shops of 

the Chicago, Milwaukee and St. Paul 
Railroad. 





B USINESS 


rather closely with the first, has to 
do with “deadheading” purchases 
made at a central office to all points 
along the right of way. 

While centralized purchasing and 
“deadheading” are serious barriers 
to the distributor in his quest to se- 
cure a greater portion of the rail- 
roads’ supply business, they are not 
insurmountable. If distributors, as 
an industry, can point out to the 
railroads, sufficient advantages in 
patronizing them rather than con- 
centrating purchases in one central 
office; if distributors can make ap- 
parent the fact that “deadheading” 
costs money even though it isn’t 
charged against the material 
shipped, then securing more busi- 
ness from the railroads will be a 
simple matter. 

It’s not a hopeless task, either, 
for the railroads are open to sug- 
gestions for ways of cutting over- 
head and increasing profits, as was 
illustrated a short time back by the 
bolt and nut manufacturers. Many 


MILL SUPPLIES 









Railroads operate their own machine and sheet 
metal shops in which they use considerable in- 
dustrial supplies and equipment. 


By J. A. CHANNON 


Marketing Editor, Mitt Supp.ies 


railroads formerly were manufacturing their own bolts 

* and nuts, thus precluding the possibility of distributors 

and manufacturers securing any of the business. In 

al roa other words, the railroads were stepping out of their 


field as transportation specialists and were actually in 
the bolt and nut manufacturing business. The bolt peo- 
ple pointed out to the railroads how their manufacturing 


activities were costing them money, with the result that 

many of them went out of the manufacturing business, 

, C 0 7. 7, purchasing their requirements from concerns who were 
specialists in this line of endeavor. 


Distributors are specialists in distributing industrial 
supplies and equipment and there is no reason to suspect 
that the railroads will not lend an attentive ear to them 


in regard to buying their supply and equipment require- 
ments provided distributors can give them good and suf- 
ficient reasons for so doing. 


Existing conditions and the tendency toward hand to 
mouth buying are factors which add considerable weight 
to the distributor’s sales message for the railroads. Huge 


inventories are costly at any time, but they are particu- 
5 : ; : ; 
i larly embarrassing during depression periods. The trend 
: during the past 10 years has been toward reducing inven- 


tories, as is pointed out by H. L. Hatfield of the Wabash 
Railroad, who says: “The last 10 years of 
— store keeping on Class 1 railroads has shown 
“i 9% —s a reduction of more than $325,000,000 in ma- 
Qe terial inventories.” 

Think of what that means in savings to 
the railroads. Greater use of the distribu- 
tor’s services will enable railroads to slash 
inventories to a far greater degree too, with 
resulting economies all along the line. 

Hand-to-mouth buying on the part of rail- 
roads, of course, increases the direct-selling 
manufacturer’s sales cost and at the same 
time makes service a (Continued on page 64) 

















A view of a division storeroom of a large rail- 
road. By purchasing more of their requirements 
from the distributor, railroads could get along 
with greatly reduced stocks, with resulting savings. 
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Spray guns are put to a wide variety of uses from spraying radio 
cabinets to painting bridges. 


UR six years of success in maintaining a sep- 
() arate department for the sale of paint spraying 

equipment has proved to us the wisdom of spe- 
cializing. 

The unusually large market for paint spraying equip- 
ment and allied lines makes it worthwhile to specialize 
on them even to the extent of operating the department 
as an individual business. In our company, even the 
advertising and securing of prospects are handled sep- 
arately from the mill supply end of our business. In 
fact, we get most of our tips on prospects not through 
the main division of the company, but from painters, 
paint salesmen, and others not connected with the firm 
but who know the men that are actually going to use 
the machines. The salesman and the painter are both 
glad to give us leads because we, in return, are often 
able to help them through knowing in advance of jobs 
to be done which will mean work for the painter and 
sales for the salesman. 

The paint salesman also frequently relieves us of the 
necessity of teaching our customers how to operate a 
spray gun although we are glad to do this for them. 
Just a whisper, to the effect that John Smith has bought 
an outfit and has: never before used one, will send the 
salesman out of his office on a gallop. He will glory in 
showing Mr. Smith how to operate the machine. In 
doing so, however, the paint salesman, like an insurance 
agent, cannot refrain from talking shop a bit. And, as 
the new purchaser is going to be in the market for paint, 
the salesman has an opportunity to tell his story as he 
is explaining the spray gun. In return, for these leads, 
the paint salesman gives us advance tips on prospective 
business he happens to hear of. 

Buyers of these machines frequently need men to 
operate them and, as we have quite a list of painters 
who are looking for jobs, here is where we can do both 
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JOHN A. HOVEY 


Spray Painting Equipment Engineer, 
Standard Supply and Equipment Company, 
Philadelphia, Pa. 


Specialization scores again. For six 

years, this company has operated 

successfully a separate department 

devoted exclusively to the sale of 

paint spraying equipment and ac- 
cessories 


buyer and painter an extra service. Of course, the 
men we place are on the lookout to give us leads when- 
ever they can. So, between the paint salesmen and 
painters, we have a sizeable force of unofficial salesmen. 

Other prospects are dug up through a publication 
known as “The Spray Gun News,” which we send to a 
list of 3,000 executives and engineers, who are owners 
of or prospects for this equipment. This bulletin con- 
tains photographs of new jobs done with paint spray- 
ing equipment and short items of interest. 

In distributing advertising, it is usually considered the 
best policy to address the purchasing agent and engi- 
neer. While this method is effective, there is another 
that is frequently overlooked and which must be handled 
carefully. That is sending material directly to the owner 
or president of the firm. We try to see that “The Spray 
Gun News” gets into their hands but we do not consider 
that, in mailing out this publication, we are going over 
the heads of those delegated to the work of making 
purchases, for it is not an appeal to buy. It is designed 
merely to show good jobs accomplished and to create 
favorable interest. 


OLLOWING out this idea of reaching the heads of 

companies, we recently circularized the entire mem- 
bership of an exclusive club of our city, almost every 
member of which is an executive or has influence in some 
business. We addressed the men at the club. In this 
way, they received our message in their leisure hours 
when they had ample time in which to browse through 
the information. Had the mailing been to the office, 


some efficient secretary would no doubt have prevented 
its reaching the person to whom it was addressed. 

The first mailing paid for itself in immediate results. 
In at least one case, an executive became interested 
and brought the literature to the desk of his purchasing 
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agent with the remark that it looked like a good thing. 
Shortly after, this purchasing agent placed a sizeable 
order with us. Doubtless other executives were inter- 
ested and passed the information along to their pur- 
chasing departments and more sales will probably result. 
There is almost no limit to prospects for paint spray- 
ing equipment. We stock machines that range from small 
home sprayers to huge machines for big industrial jobs. 
These machines are necessary in production work fer 
applying lacquer. Lacquer is coming into favor more 
and more every day in the production of factory-made 
goods where a surface is needed that will stand hard 
usage. Spray guns enabled one factory to turn out 
kitchen cabinets at a considerable saving of labor. A 
manufacturer of shoe blacking boxes uses sprayers. A 
hat factory uses them for spraying ladies’ hats.  Bill- 
boards are painted with spray guns and, again they are 
used in fine work at automobile paint shops. 
A well-known railroad operates a paint car equipped 
with powerful sprayers. This 
makes it possible to paint fences, 
sheds, and signs along the right 
of way in record time. A crew 
of painters live on the paint train, 
and, in due time, they cover the 
entire length of the road. 
The prospect who sees one type 
of work done with a spray gun, 


Where paint spraying equipment is 

sold for inside work, a special type 

of ventilating fan is needed to pro- 

tect the operator against poisonous 

fumes as well as to aid in the proper 
drying of the paint. 
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often asks himself if it will 
be suitable for his work, 
which may be of a radically 
different nature. For this 
reason, in selling these guns 
I reverse the method usual- 
ly employed by salesmen. 
Instead of asking a pros- 
pect why he doesn’t buy a 
gun, or even starting out 
by telling him he needs a 
gun, I ask him why he 
thinks he needs one. 

Then, instead of think- 
ing up all the reasons why 
he should not buy a spray 
gun, the prospect, to an- 
swer the question, is com- 
pelled to think of the rea- 
sons why he should have a 
gun. When this informa- 
tion is obtained, we elab- 
orate on his own reasons 
and clear up any misunder- 
standings he may have re- 
garding whether or not the 
outfit is suitable for his 
purpose. 

“Will it do big work? 
Will it do fine work?” These are the questions most 
frequently asked. For the answers we point out exam- 
ples of fine work, such as radio cabinets and furniture, 
that are painted with spray guns, and then name firms 
that do bridge painting and other rough work with the 
big outfits. 

It is seldom necessary to leave spray guns on a job 
for demonstrating purposes. If the prospect wants a 
demonstration, we refer him to a customer who is al- 
ready doing the type of work he intends to do with a 
spray gun. He can visit this concern, see the gun in 
actual operation and sell himself, or rather allow the 
users to sell him on this new and better method. One 
of our rules is to avoid “selling” the prospect in the 
usually accepted sense of the word. 

In the case of paint spraying equipment, a man once 
sold usually stays sold, so that once convinced of the 
wisdom of using this equipment in one operation he often 
sells himself on the necessity of having different type 

machines for other operations. 
These sales, plus the accessory 
equipment business, make up for 
the replacement orders that are not 
as frequent in this long-wearing 
equipment as in some other lines. 

The accessories include hose, 
respirators, parts and_ ventilating 
fans. 

This business is not a one-sale-to- 
a-customer proposition. The steady 
volume of new sales in addition to 
the sale of parts and associated 
items to former customers, makes 
it well worth our while to operate 
our paint spray equipment business 
as a special department. 


25 























































O. R. Schilling 


HEN this company was organized, it started, 

W\ as most firms do, with a limited capital, and for 

that reason no attempt was made to stock a full 

line of mill supplies. To have done so would have placed 

the company’s credit in a poor position and at best only 
a skeleton stock of goods could have been maintained. 

It was far better, we decided, to carry a few lines 
and put behind them all possible sales effort. In so 
doing, we could represent the manufacturers better, and 
this in turn enabled us to secure better lines to distrib- 
ute. Consequently, we adopted this policy of sales con- 
centration permanently and have never had cause to 
change or regret it. 

Time is the first element we consider in our specialized 
selling. Every year each of our 26 major lines is given 
two weeks of our selling time during which it receives 
our undivided attention. As this article is being written, 
we are offering high speed hack saw blades to every 
account on whom we call. We may sell a great many 
blades during this period, or again we may not. Of 
course, results can’t be definitely gaged and cataloged, 
for the seeds of buying desire which we plant during 
these two weeks of concentrated effort may blossom 
immediately or not for six months. But this system of 
ours does prevent any possibility of slighting any one 
item. 

Of course, during these two weeks, we don’t close our 
ears to everything except what pertains to the particular 
line on which we are concentrating. Often something 
comes out during the conversation that gives us a tip 
on the sale of some other line. 

As an example, we were once soliciting business on 
an item which the customer declared he could not use in 
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SELECTIVE 


This company at the start was 
forced to direct its sales attention 
on a few selected lines. Its success 


his work, as he had a better method of accomplishing 
the same result. He volunteered to show us through the 
plant and explain how well his idea was working out. 

While in the plant, we noticed a group of girls filling 
collapsible tubes with the product of the company. The 
tubes were set upright on pins and there was supposed 
to be one gross on each tray full of pins. However, 
many of the pins were bent and had no tubes on them. 

As the job was piecework and the work was counted 
by the tray, the company was paying for something it 
wasn’t getting. The plant superintendent mentioned this 
as one of his problems. We suggested counters for the 
machines that would record each operation. He saw the 
advantage at once and the result was that we sold him 
counters when we had originally started to sell an en- 
tirely different product. 

Actually testing the product we sell is another prac- 
tice of ours which helps gain customer confidence. Be- 
fore starting to sell a product, we make our own tests. 
This first-hand knowledge naturally gives us more as- 
surance in talking to our customers and this feeling is 
of course passed on to them. 
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in so doing, however, has been so 
marked that it has continued work- 
ing along the same line ever since 


Going even further than this, we endeavor to get cus- 
tomers to make their own product tests. Then, armed 
with the information they give us, we can really begin 
selling. For example, we call on a customer and show 
him a new hack-saw blade. “Now, George Smith was 
one of the first men who bought these from us,” we say. 
“You know George and you know that he works under 
conditions very much like your own. He’s a pretty con- 
servative fellow, too, and that is one reason why we 
asked him to keep a record of his results with this blade. 
He found that the high speed steel blade would give 
him 12 times as much use as the ordinary blade. As 
they cost only 5 times as much as ordinary blades, you 
can see the saving he is making. Then again, a man 
spends about two minutes every time he has to change 
a blade, so that means he saves an average of 22 min- 
utes’ labor on every one of these blades he uses.” 

One of our big problems is convincing the purchasing 
agent that it pays to buy quality goods even if the orig- 
inal cost is a little more. Often the customer objects to 
buying the better blades because he says the workmen 
are careless and in careless hands the finest blade can 
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It pays, wherever possible, to get the customer to 
make his own tests on 
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By O. R. SCHILLING 


President, Squier, Schilling and Skiff, 
Newark, N. J. 





We strive to be on friendly terms not only with the 

purchasing agent, but with others connected with 

the plant who may have a hand in specifying prod- 
ucts to be bought. 


easily be broken. One answer to that argument is that 
the better blades are really tougher instead of more 
delicate, and the fact that their very appearance shows 
them to be fine products, makes the workmen want to 
use them properly. Workmen are often careless with 
hack-saw blades simply because they know they are 
cheap. When they are given better blades, they naturally 
take better care of them and do a better job. 

Many blades are dulled before they should be by im- 
proper handling. Almost everyone knows .that pressure 
should not be applied on the back stroke, yet one can 
hardly enter a shop without seeing someone mishandling 
a blade in this way. Better blades should encourage 
better treatment without the aid of the sterner methods 
used in the old days when the apprentice got a swift 
kick from the irate master every time he was caught 
dragging on the back stroke. 

As to the price end of selling quality goods, there are 
many ways in which a distributor may secure business 
on hack-saw blades and other items without resorting to 
price cutting. As an example, there was a firm that 
asked us to quote on the ordinary grade of hack-saw 
blade. We carry them and most other houses carry a 
blade of a quality similar to the one demanded by the 
customer. As this house was not giving us much of 
its business, it looked as though we would lose the order 
if we did not undersell the other firms. This of course 
we did not care to do. (Continued on page 60) 
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WHo's WHO 


HENRY E. COLE 


President, Harris Pump and Supply Company, 
Pittsburgh, Pennsylvania 








Henry E. Cole for a trip that 
ended with the presidency of the 
Harris Pump and Supply Company of 
Pittsburgh. This was in 1904 after 
he was graduated from the University 
of Maine and had been on the faculty 
of that institution for about two years. 
During this important train ride he 
happened to be the seat mate of an 
officer of the Harris Pump and Sup- 
ply Company and when one word led 
to a dozen, as it usually does in such 
cases, they were all on the subject of 
engineering. The gentleman was so 
impressed with Mr. Cole’s knowledge 
of the subject that he secured his ad- 
dress. Shortly after came the offer of 


I was a chance train ride that took 





THE lucky coincidence of 


taking a trip on the same train with an execu- 
tive of the Harris Pump and Supply Company 
gave Henry E. Cole his chance for success, but 
this lucky break would have meant nothing if he 
had not been preparing himself by years of hard 
and sometimes humiliating work so that he could 
take advantage of the opportunity when it came. 








a position and with its acceptance Mr. 
Cole took on a life job which gave 
him the vice-presidency of the firm in 1911 and the 
presidency in 1924, the position in which he is now 
serving. 

But to return to the start of this story, in 1893 Cole 
got his first regular job with the Maine Central Railroad 
where he learned the business from the railroad yards. 
However, there appeared to be a greater future and a 
broader experience in another field, so he left that job 
and took a position as assistant to the master me- 
chanic of the Berwyn White Coal Mine at Windber, 
Pennsylvania. 

It was at this point that Mr. Cole decided definitely 
that to progress further in the engineering field, he 
must have a better education. At a period when most 
men have settled into a steady routine of existence he 
had the courage to follow out this decision. He actually 
gave up a sure, fairly good job to enter school. 

The move sounds simple enough, but only those who 
have been through this experience can understand the 
courage that such a step involves. It means deliberately 
abandoning a sure, comfortable income, and a settled 
way of living. It means entering school with younger 
men who, though they politely conceal the fact, firmly 
believe that when they reach the age of their fellow 
student they will be well advanced on the road to success, 
instead of merely wearing a “freshie’s” cap. It means 
that the older student has got to be good in his studies, 
for to be older and still mediocre is unpardonable in the 
eyes of youth. 

But Mr. Cole did do well in his studies, for though 
he was handicapped in some ways, actual experience 
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served him in his study of engineering problems. Prob- 
ably one factor in his success was the fact that he had 
somewhat overcome the restlessness of youth and, hav- 
ing earned the money for his education, was determined 
to get value received for it. The faculty must have 
been impressed with his earnestness for upon gradua- 
tion he himself became a teacher in the university. 

But, as teaching is a notoriously underpaid profession, 
he listened with interest to the proposition made him 
by the officer of the Harris Pump and Supply Company 
in 1904. At this time the coal mines were just changing 
over from steam to electricity and his first job with the 
company was to provide engineering service to the 
mines. With his previous experience in the coal indus- 
try and technical training he was excellently prepared 
for the responsibilities of the position. 


ie his years with the Harris Company, Mr. Cole has 
seen its business go from $75,000 to over $2,000,000 
with his efforts and guidance. The firm has three de- 
partments—pumps, plumbing and heating, and mill and 
mine supplies. In a measure, the success of the company 
is based on the policy of the specialized handling of a 
broad line of goods. During times when one industry 
suffered, there was always a fair volume of business 
to be had in others. For instance, when the coal indus- 
try slumped, the company, under Mr. Cole’s direction, 
went vigorously after business in the steel, oil, refrig- 
eration, and general industrial business. 

Prominent in civic and religious work, Mr. Cole is on 
the Board of Managers of the (Continued on page 68) 
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N SELLING the oil industry 

in southern California, broadly 

there are three divisions of the 
sales work—the installations at the 
new wells being bored; the main- 
tenance of equipment at wells that 
are in operation; and the sale of 
equipment to oil refineries. In all 
three branches of the work there is 
plenty of opportunity for the sales- 
man to sell something more, and the 
competition is such that the sales- 
man has to be on the alert to sell 
not only the main items of equip- 
ment but all the related ones as well 
if he is to get the volume that is 
expected of him. In this article, | 
shall confine myself mainly to the 
“Sell Him Something More” idea 
as it applies to installations at new 
wells. 

Perhaps it will be of interest to 
salesmen in other lines to know 
something of the methods by which 
we follow this oil well business and 
what we sell. Taking up the new 
project first, there are seven main 
items of equipment to be sold and 
a glance at the list will show what 
a calamity it would be for the sales- 
men to try to sell any one of them 
and forget the others. 

1. The “Draw Works,” which is 
the everyday name for a kind of 
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The latest type of “Draw Works,” electrically operated. It is a kind of hoist similar to that used in 


mining operations. 
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H. R. Hansen 


The ninth of a series 
of articles 


hoist—similar to the type used at mines. 

2. Rotary machines, which are steel 
turntable affairs that turn the vertical 
drills as they bore into the earth. 

3. Slush pumps, that force mud down 
through the hollow shaft of the drill 
to slush out and carry away the cuttings. 

4. Rotary swivels, that are a sort of 
head for the drilling equipment which 
permit the drill to turn, but which must 
also carry the connection to the slush 
pump. This slush pump connection is, 
of course, stationary. Therefore, there 
is a moving member in it operating on 
ball bearings. The whole contrivance is 
so strong and heavy that two big pas- 
senger locomotives could be hung from 
the bottom and revolved. 

5. Drilling engines, steam-operated, 
which furnish the power. 





MILL SUPPLIES 
























@ 


9 OM AL geal eon SS ail it 
OT ee ras 





Here is a battery of drilling boilers embodying the latest development in that line of equipment—the 
superheater. They are gas or oil fired. 


Him SOMETHING 


MORE 


By H. R. HANSEN 


Salesman, National Supply Company of California 
Los Angeles, California 


6. Drill points, also called fish tails, which are the 
business end of the drill, 

7. Tubular material for the tubes which line the well 
from top to bottom, 

Now in the average oil well if a salesman doesn’t for- 
get to sell all the related items, the order, exclusive of 
the tubular material, will run to approximately $30,000. 
And the tubular material in this district will run from 
$25,000 to $70,000 depending upon the depth of the well. 

In connection with getting all the available business 
it is necessary, of course, to know not only what to sell 
but also whom to sell. As is often the case, there is the 
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big downtown office with its purchasing agent and en 
gineers. Of course, we must go there. But in oil well 
drilling projects there is an all-important man in the 
field—the superintendent. It may that in the 
majority of cases he is the real factor. In some cases, 
the superintendent specifies the equipment he wants, as 
an architect specifies, and the front office bows to his 
wishes. Sometimes, the front office has no objection to 
your going directly to the superintendent. [In others, 
you had better get their permission to do this and woe 


be said 


to the salesman who does not follow the rule. 

Personality and acquaintanceship with the men in the 
oil business is therefore the first qualification that makes 
for sales success in this field. They are a very clannish 
lot, these oil men, from the top down and one must get 
in with them. 

Most of the new projects that are going to break are 
scouted by the salesmen. Any printed announcements 
that come out concerning a project are usually weeks 
after the salesman knows all about them through the 
“grapevine route.” To get to know of these new projects 
in time, it is necessary to cultivate the acquaintance of 
every kind of oil well man. We try to be friends with the 
hoys who operate the drilling outfits, not only because 
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How We Sell Him Something More 





they are more or less conversant 
with what is going on and what 
may be about to break in the field, 
but because from their ranks are 
going to be drawn many of the 
superintendents of the future. 

After the new project is lo- 
cated and it comes to the actual 
placing of the order for equip- 
ment, it will be found that most 
of the smart salesmen of several 
competing companies have been 
on the job and know all about it. 
Then it is the usual practice for 
the oil company to call for bids 
Price is a big factor in swinging 
the order, but if you, as a sales- 
man, have done your job better 
than the others, perhaps your 
equipment will have been speci- 
fied and you will have the edge. 

In this work on new projects 
we have the assistance of a spe- 
cialist on tubular material, work- 
ing right along with him. 

In the refining end of the oil 
business there is opportunity for 
the sale of valves, fittings, pipe 
and packing. Anyone who has 
been around an oil refinery 
knows that there is a lot of big 
stuff used there and pipe par- 
ticularly is used in large volume. 


The wise salesman gets acquainted with as 

many of these fellows in the oil well drill- 

ing crew as possible. They help greatly in 

the “grapevine route” through which you 

get advance tips on new projects. Also, 

among them are many of the superintend- 
ents of the future. 





This gives an idea of the size of a fishtail 
drill used in boring for oil in the California 
fields. Some sale in itself. But note that 
cutting edge. Although of the hardest kind 
of abrasive material, it will wear out.. Then 
the edge must be built up again by means 
of the welding torch and a special metal 
which runs into dollars a pound. More 
sales opportunities if you don’t forget the 
related items. 





In this department of the work 
we salesmen have the assistance 
of refining, electrical and com- 
pressor specialists, 

When it comes to sales in the 
operating field, the “Sell Him 
Something More” idea works 
just as well as in the case of new 
installations and refineries. Here 
also there are many sales to be 
made for then the oil well be- 
comes a pumping plant of con- 
siderable size with the attendant 
supplies necessary to such opera- 
tions. 

Perhaps in no other industry 
is the application of the “Sell 
Him Something More” princi- 
ple so essential as in the oil in- 
dustry. If you are not thorough- 
ly familiar with all the supplies 
and equipment needed—whether 
in the boring of a new well, in 
the operating field or refining 
plant—so that you can check 
complete requirements on every 
call, your chances of securing 
steady business are slim. 

The plan of selling something 
more, therefore, is not just a 
good idea, so tar as serving the 
oil field is concerned ; it’s a down- 
right necessity. 
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N25 OF THE IMPORTANT INDUSTRIAL CENTERS 


(indicated on map) “Brush Conscious’ Distributors, as a group, equalled 


their total 1930 volume of Osborn Brushes in the first six months of this year! 


The performance of Osborn “Brush Conscious” Distributors in all industrial 


centers is convincing evidence that The Osborn Plan is geared to the develop- 


ment program of the Mill Supply Business. BU JCgnh OO aU mati 
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basis to Satisfactorily Meet the Brush Needs of the Industrial User 
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The OSBORN Line 
meets the Perform- 


ance requirements of 
the Industrial User 
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HOW THE OSBORN PLAN FUNCTIONS 


TO HELP DISTRIBUTORS TAKE FULL 
ADVANTAGE OF THE OSBORN LINE WITH 
EVERY CUSTOMER A PROSPECT FOR ONE OR MORE TYPES OF 


Opes 


A MANUFACTURER ORGANIZED TO MEET INDUSTRIAL BRUSH NEEDS 





A COMPLETE LINE OF HIGH QUALITY INDUSTRIAL BRUSHES 


A POLICY OF CO-OPERATION WITH INDUSTRIAL DISTRIBUTORS 


Sv ee Oe ADVERTISING ASSISTANCE 








THE 


OSBORN 
DISTRIBUTOR 








BRUSH CONSCIOUS SALESMEN APPLY SELECTIVE SELLING METHODS 








INDUSTRIAL USERS RECEIVE BETTER BRUSH SERVICE 


RESULT 


fee r OR MANCE 


MAKES OSBORN BRUSHES A LEADING LINE FOR 
THE BRUSH CONSCIOUS INDUSTRIAL DISTRIBUTOR 








GENERAL OFFICES AND MAIN PLANT SALES BRANCHES 
5401 HAMILTON AVENUE THE OSBORN MANUFACTURING COMPANY ~NEW YORK cHicaco LOS ANGELES 
CLEVELAND, OHIO, U.S.A DETROIT SAN FRANCISCO 























Lucky Luke Slips 
in 
Under the Wire 


Dear Al: 


OW do you stand on 
contests in general, 
kid? So far as I’m 


concerned, most of ’em are 
the bunk. Take a beauty con- 
test, for instance. A couple 
hundred gals walk themselves 
full of corns for three days 
giving a lot of tired business 
men a big thrill. Then the 
judges lock themselves up 
with a gallon of gin and try 
to decide on a winner. 

They chew the fat till mid- 
night without reaching a ver- 
dict and at last one of them 
says: “For cryin’ out loud, 
let’s settle this and get some 
sleep. Now listen, fellahs, 
number 77 is my wife’s cousin. 
Slip her the cup and I’ll throw 
a big party tomorrow night 
with champagne for the 
bunch.” So that’s that; the 
winner gets a lot of clothes and 
perfume and heads for Holly- 
wood. That’s the last you hear 


By COIT A. SMITH 


Western Field Editor, Mitt Suppiies 


< 


of Consolidated Bug Powder, 
which you bought at 34 and 
which is now down to 3% 
and which you ain’t got any 
business having. Every day 


\ you stand at the board with a 
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I gazed at our bulle- 
tin through a mist of 
tears, wondering why 
was I born and why 
don’t some customer 


get money left him so €4 


he can buy a carload 
of roofing and boost 
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of her till she staggers into me out of the cellar. 
court a year later, with a big 

shiner and a broken collar-bone 

and asks the judge for a quick 

divorce so she can get back 

to her job as waitress. 

Maybe it’s sour grapes with 
me. The last contest I won 
was when you and me and Rial Rolfe was trying to see 
which could stay in sixth grade the longest. Since then 
I’ve been in about a hundred of these free-for-alls and 
no luck at all; they’re always playing automobile and 
I’m the smell—last by 50 yards every time. 

So you can imagine my embarrassment two months 
ago when the “Old Man” announced a sales contest on 
roofing. I don’t say he’s blackhearted, but his idea of 
Heaven would be to have his force see who could stay 
under water the longest and then pour carbolic acid on 
top so they’d have to make a new world’s record. Any- 
how this here struggle went along for two weeks with 
the usual result for me. My score was 88 degrees below 
Stock Yards and every other punk in the race was giv- 
ing me the bird. 

You know how it is, Al, when you’ve got 25 shares 
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lump in your throat watching 

/ ) for the rise that never comes. 

} ‘» Well, that was me as I gazed 

at our bulletin through a mist 

A, of tears, wondering why was 

I born and why don’t some 

customer get money left him 

so he can buy a carload of 

roofing and boost me out of 
the cellar. 

Of course it’s hard to be- 
HH lieve, Al, but the breaks began 

to come for me. First a tight 
buyer died out at Commercial 
and his successor happened to 
be a friend of mine who owed 
me 10 bucks from a_ poker 
game, which he couldn’t pay, 
so he starts handing me some 
healthy orders and I went 
from last place to seventh in 
three days. That gave me pep 
and I managed to add some 
more by hard work at the car 
shops. To make a long story 
short, I climbed up to fourth 
place and was beginning to 
think I had a chance, when 
Hawkins passed me with a 
carload and I felt like giving up again. 

Then | got another break when I overheard a guy at 
the cattle storage barns telling a drover that they was 
going to reroof three of the biggest sheds. I got on that 
like a wildcat and boy, I pulled it over for three car- 
loads and in the middle of a lot of weeping and gnashing 
of teeth from the gang, I went into second place. But 
that didn’t last long, because, right after my roofing was 
delivered, Johnson came through with a warehouse roof 
that tied him for first with Bemis. 

Say, I went home that night bluer than a Hawaiian 
sky, couldn’t eat or anything and Mrs. Luke was scared 
I was going to croak and she would have to go back 
to work. She put me to sleep on the couch and the next 
thing I remember she was getting me up to talk on the 
‘phone at 10 p.m. Glory be to in- (Turn to page 64) 
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This Is No Time for Buck Passing 


HE most encouraging factor in the 
progress of The Joint Merchandising 
Committee’s work, since the establish- 
ing of the central office early in August, has 
been the unusual interest shown by manu- 
facturers in helping the movement along. 
According to R. M. Gattshall, executive- 
manager, manufacturers have really cooper- 
ated to a greater extent than have distribu- 
tors themselves. The details of the situation 
are explained on page 17. 


In one way, this is good news for it 
proves that manufacturers are interested in 
promoting the welfare of the distributor, 
not from a charitable standpoint, of course, 
but because they realize that by improving 
the distributor’s position they are going to 
strengthen their own. In other words, the 
manufacturer's attitude is good evidence that 
he is aware of the downright necessity, from 
an economic standpoint, of getting some of 
the bugs out of the present industrial dis- 
tributing situation. 


The manufacturer's cooperation in making 
the Merchandising Committee’s program 
effective is not only desirable, but absolutely 
essential. Yet, in a program planned specif- 
ically to promote the economic importance 
of the distributor, we can’t bring ourselves 
to believe that the manufacturer's aid is as 
necessary as that of the distributor, surely 
not more so. 


The splendid spirit of cooperation made 
apparent by manufacturers, as reported by 
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the Central Office of the Committee, is some- 
thing for distributors to applaud, but in so 
doing let them not lose sight of their own 
responsibility. 


The entire movement is designed primarily 
to benefit the distributor; thus it is he who 
should be most interested in its success. This 
is no time for the distributor to pass the buck 
to manufacturers, just because they have 
shown a willingness to cooperate wholeheart- 
edly. Rather, this is the time for the dis- 
tributor to accentuate his interest in the 
whole program, thus proving that he is will- 
ing and anxious to carry on. 


Such action, on the part of the distribu- 
tor, would surely hasten the ultimate suc’ 
cess of the program. 


Food for Thought 
66 QO: OF BALANCE?” is the title of 


an interesting article recently dis- 

tributed by H. G. Parr, secretary- 
treasurer, Fort Worth Well Machinery and 
Supply Company, Fort Worth, Texas. In 
his discussion, Mr. Parr puts his finger on 
one of the main contributing factors to our 
present depression—the suicidal prices at 
which the farmer and producer of raw mate- 
rials is forced to sell his output. 


“I see the farmer selling his wheat for less 
than the railroad charges for hauling it 300 
to 400 miles to seaboard;” says Mr. Parr, 
“the oat market even worse; cotton and live 
stock almost as bad; and the independent oil 
man almost as bad off with a 25,000-barrel 
gusher as with a duster... . 


“Let us continue to keep the farmer and 
producer of raw materials broke and just so 
long will this nation and its people suffer.” 


Mr. Parr raises the question as to why 
some high salary and labor schedules should 
be. maintained when living costs have been 
reduced through the marking down of farm, 
ranch and factory labor from 25% to 75%. 
“Certainly,” he says, “we should either ar- 
range to pay more for what we consume, or 
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tear down the high tariff walls and freight 
rates, and lower prices of the necessities of 
life we expect the farmer and producer of 
raw materials to buy.” 


There is a good deal of sound logic in 
what Mr. Parr has to say, Everybody must 
lend a helping hand while we are passing 
through this readjustment period. We can- 
not expect the producer of raw materials to 
bear more than his just share of the burden. 


Boosting the Distributor’s Cause 
\ ' TITHIN the past two weeks, approx- 


imately 20,000 industrial users have 

received from Mriit Suppiies a 
booklet entitled, ““A Review of Modern In- 
dustrial Products.” In addition to informa- 
tion concerning scores of products, this 
booklet contains an editorial urging indus 
trial users to modernize their plants now, 
plus an article explaining why users should 
buy their requirements from the distributor. 


Incidentally, the slogan, “Use Modern 
Products—Buy Them from the Distributor,” 
is carried throughout the booklet. 


Mitt Suppwies believes thoroughly in 
the economic importance of the distributor 
and hopes that this booklet, copies of which 
should already have reached you, will do its 
bit toward convincing some doubting indus 
trial users of the fact. 


ened 


There’s No Substitute for Hard Work 


, \HE time to work hardest is when the 
going is toughest. That, apparently, is 
the rule which is followed at Haver- 

stick and Company, Rochester. It’s a good 

rule, too, as is evidenced in the results of the 
company’s August Sales Campaign. 


It so happens that August is generally a 
slow month at Haverstick’s and this year it 
promised to be slower than usual because of 
the depression. The men at the helm, how- 
ever, had other ideas. Depression, or no de- 
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pression, they made up their minds that busi- 
ness was going to be good. So they decided 
to put on an August Sales Campaign. 


The goal, which the company set for Au- 
gust, was considerably above normal sales for 
the period. This gave the boys something 
to shoot at and spurred them on to greater 
efforts. 


To make a long story short, every person 
in the company took off his coat and went to 
work. There were no vacations during Au 
gust. Salesmen, of their own volition, began 
working an hour earlier in the morning and 
quit an hour later at night. 


As a result, Haverstick and Company not 
only reached the goal it had set for itself in 
August, but it went well over the top. No 
special prices or “bargain offers” were made 
during the drive, either, except on over- 
stocked items, seasonable goods or discon- 
tinued lines. Ninety-eight percent of the 
sales were of standard merchandise sold at 
regular prices. 


Hard work proved to be an antidote for 
the “business blues” at Haversticks. Is there 
any reason why it shouldn't prove just as 
effective for many others? 


ewo 


Putting Working Capital to 
Proper Use 
HE proper managing of working capi- 
tal is a subject which should be of the 
utmost interest to distributors, particu- 
larly during these trying times. For, profit 
or loss often depend upon the way in which 
working capital is managed. 


William V. Lindblom, assistant treasurer, 
Walworth Company, has studied the balance 
sheets of many distributors during the past 
several months and has arrived at some very 
definite conclusions in regard to how work- 
ing capital must be handled in order to in- 
sure profits. 


Be sure to read Mr. Lindblom’s article on 
page 18. It’s chock full of sound, helpful 
information. 
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Have You Heard That-- 


Up-to-the-minute news from the field 


about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Boan New Head of Wayne 
Belting 


K. Boan, formerly manager of 
J the mill supply deparment of 

e the Wayne Belting and Supply 
Company, Fort Wayne, Indiana, has 
been named general manager of the 
firm, succeeding W. D. Whipple, 
who has resigned. 

Mr. Boan has been associated with 
the company for 8 years, and has 
been promoted through various posi- 
tions to that of manager of the mill 
supply department. As he has been 
identified with the mill supply busi- 
ness for 16 years he is familiar with 
every phase of the business. 

The selection of Mr. Boan as ex- 
ecutive head of the firm which in- 
cludes the Wayne Belting and Supply 
Company, Incorporated, and its sub- 
sidiaries, the United Supplies and the 
Wayne Belting and Manufacturing 
Company, completes the arrange- 
ments..for the reorganization of the 


executive control of the company 
which was made necessary by the 
resignation of Mr. Whipple submitted 
to the board of directors some time 
ago. 

Mr. Whipple will enter a new field 
of work, the nature of which he is 
not yet ready to announce. He was 
the organizer of the firm founded 
in 1916 and besides being general 
manager became the first president 
and treasurer of the company. A 
citizen of Fort Wayne for almost 30 
years, he has always been active in 
civic affairs. 


* * x 


Joseph B. Bond on Three-W eek 
Cruise 

Joseph B. Bond, sales manager of 
the Charles Bond Company is spend- 
ing a three-week vacation cruising 
around the waters of the Canal Zone 
and South American points. He will 
also visit Havana and Porto Rico. 








At the Mill Supplies Corporation, Lansing, Michigan. From left to right, standing, 

are: Melvin Wilhelm; Elmo Scott; Lyn Hargraves; Rumsey Haines, secretary-treasurer; 

Lawrence Kawak; and C. B. Pfeifer, president and manager. Seated are Bernard Smith 
and Ralph Slider. 





J. K. Boan 





Dodge-Newark Supply Handles 
Two New Lines 

Diamond roller chain and Timken 
industrial service bearings are now 
being distributed by the Dodge-New- 
ark Supply Company, Newark, New 
Jersey. This company writes that 
business shows a “sporadic trend up- 
ward, but nothing to get nervous 
about.” 

* * x 


Mill Supply Sales Promotion 
Man Available 

Louis Meyer, for the past eight 
years employed with Mills and Lup- 
ton Supply Company, Chattanooga, 
Tennessee, is seeking a new connec- 
tion with either a supply house or a 
factory. Mr. Meyer’s experience in- 
cludes selling, credits, advertising, 
and sales promotion. For several 
years he has edited the magazine 
“Super Service” which was distrib- 
uted by Mills and Lupton as part of 
its publicity. 

Although Mr. Meyer is especially 
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The LEADERSHIP 





Safeguard Automatic 
Liquid Level Gauge 
















“ > be Liquid 
The leadership of Pen- — 


berthy Products is the 
inevitable result of years 
of conscientious effort to 
put better materials and 
a greater measure of 
skill in their manufac- 
ture. 


The highly satisfactory 
performance of Penber- 
thy Products creates re- 
peat business and good Screw Plunger Spring Compression 
will for the distributor —  Svease Cub icine 
who handles them. 
Penberthy Products are 
sold only through the 
jobbing trade. 












Plain Compression 
Grease Cup 


Plain Brass - 
» Oil Cup 
Ejector, Syphon or Jet Pump 


PENBERTHY INJECTOR COMPANY 


ES 
IN 1886 DETROIT “WINDSOR ONT. 
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Soon after the James Supply Company, Chattanooga, Tennessee, moved into a brand 


new building, pictures were taken of 


the personnel. This one shows the first platoon 


or the office force and executives. The lineup is good enough to suggest that the 
photographer was a sergeant in the war. 





interested in securing something 
along the lines of sales promotion, 
he would also consider a sales posi- 


tion. 
x * * 


New Alamo Catalog Covers 
Complete Lines 

A very complete new general cata- 
log “D” has just been made ready 
by Alamo Iron Works, San Antonio, 
Texas. The book covers complete 
lines of machinery, mill, mine and 
contractor, oil and gas well supplies, 
heavy hardware, iron and steel. 

It contains much information for 
almost any trade and is up to date in 
every respect. 


O’Brien Back on Job 


W. T. O’Brien, president of the 
Railway Equipment Company, Port- 
land, Oregon, had the misfortune to 
meet with a serious automobile acci- 
dent when a heavy truck ran into his 
car. This was about the first of June. 
He was in the hospital three months. 
He resumed his duties, however, on 
September 1, and his friends will be 
glad to know that as far as can be 
seen now his recovery is complete. 

While he was away his son, A. J. 
O’Brien, who ordinarily travels as a 
salesman, looked after the inside 
work. This company specializes in 
logging railway equipment. 


D. D. Whitehead Now With 
Smith-Courtney 

D. D. Whitehead, formerly with 
The Taylor-Parker Company, Nor- 
folk, Virginia, is now with the 
Smith-Courtney Company of Rich- 
mond, in charge of the city sales 
department. 

* * * 


Bond Company Distributes for 
Goodyear 

The Charles Bond Company, Phil- 
adelphia, has been appointed eastern 
distributor in its territory, for the 
Goodyear line of mechanical rubber 
goods. It will carry the complete 
supply of all Goodyear mechanical 
rubber products. 

This company has recently moved 
its salesmen’s meeting room to the 
third floor of its new building. 


* * * 


David H. Smith Issues New 
413-page Catalog 

David H. Smith and Sons, Brook- 
lyn, New York, have just issued an 
unusually complete new 413-page 
catalog with a 19-page detailed index 
of the different products represented 
in the book. Complete specifications, 
illustrations and descriptions on each 
item are included. 















The Percival Steel and Supply 
Company, Los Angeles, may 
classified as a distributor of 
steel and heavy hardware, in- 
cluding certain types of ma- 
chine tools. E. Jungquist is 
president and general manager; 
Phillips, secretary and 
sales manager, and L. H. Pem- 
broke, treasurer. The com- 
pany’s warehouse is thoroughly 
modern and the offices excep- 
tionally complete, with recep- 
tion room, conference chamber, 
rest rooms, and so on. These 
photographs give some idea of 
the size and arrangement of the 


great stock and display rooms. Picture at the upper left shows a view from the balcony looking down over the main recep- 


tion hall and display room. 


In the center above is the steel room containi 


railroad siding and the right-hand picture 


shows the process of unloading bars and sheet. The lower pictures show, left, cold rolled rack and shipping office; and, 


right, hardware stock. 
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A Great Sales and 
Profit Builder 
for the Distributor 


WOOD’S COMPLETE 
LINE 


Shafting 
Hangers 
Couplings 

Rope Drives 
Friction Clutches 
Flexible Couplings 
Pulleys 

Pillow Blocks 
Belt Contactors 
Speed Reducers 
Conveyors 

Ball Bearings 
Cast Gears 

Cut Gears 


Castings— 
Grey Iron 
Semi-Steel 
Bronze 
Aluminum 


Grooved Pulleys 
for “V” Belts and 


“V” Belt Drives 
Complete 








Varied Types of All 
Products 












































Twenty Years of Industrial Distribution 
and T. B. WOOD’S Consistent Sales Policy 


URING the last two decades the role played by the 

industrial distributor has become constantly more 
important. Today he is a vital force in distribution. 
He will become even more necessary in the years to 
come. The T. B. Wood’s Sons Company has con- 
stantly supported the distributor by supplying him with 
a complete quality line, by giving him sales and engi- 
neering assistance, advertising the Wood's line in con- 
sumer publications, protecting him in his territory and 
allowing him a fair profit. Wood’s will continue to 
support him because it believes in him and appreciates 
the service he renders. 


T. B. Wood’s Sons Co. 


Chambersburg, Pa. 


New England Branch: Southern Branch: 


Cambridge, Mass. Greensville, S. C. 








POWER 
TRAN/SMIZZION 
MACHINERY 
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These 


FAIRBANKS 


products are 
backed by a 
SALES POLICY 








PROTECTS 
the Jobber 








Body—for every 
kind of service 





DRAG SCRAPERS 
In 3, 5 and 7 cu. ft. 






Anything you 
need we can 





TRUCK CASTERS 
With practically any 
kind of wheel 








WHEELBARROWS 
Wood or steel frame—for concrete, mortar, 


Manufactured by 


The FAIRBANKS Company 


New York Pittsburgh 


Factory: Rome, Ga. 











The catalog is attractively made up 
and has a stiff back which increases 
its value as a permanent reference 
book. 








Lawrence P. McGoft 


Cincinnati Company Enters the 
Rubber Field 

At a meeting held by the Board of 
Directors of The Netherland Rubber 
Company, last week in Cincinnati, 
Lawrence P. McGoff was elected 
president and general manager. For 
the past 10 years Mr. McGoff has 
represented The Boston Woven Hose 
and Rubber Company in the Cincin- 
nati territory and has a wide ac- 
quaintance among the trade. 

The Netherland company has 
leased the 5-story building at 34 West 
| Third Street, Cincinnati, where it 
| will distribute a complete line of rub- 
| ber goods through the middle west 
| and south. 

a 


Barden with Standard 


George Barden, who it might be 
| said is one of the fixtures in the 
| industrial supply business in Oregon, 
| has recently become connected with 
| the Standard Supply Company of 
| Portland. He is to spend part of his 
time on the outside, calling on the 
trade, especially in connection with 
the Powell valve line, and part of 
the time on the inside at the city 
desk. 

George had a sort of temporary 
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“Our Biggest 
@ discovery last year 


\ was KESTER 


.... it’s invaluable for both 
production work and maintenance” 





By a twenty-pound spool of solder alongside _— Kester isa time-saver, money-saver, trouble-saver! 
of our factory and it doesn’t look like much! 


But the discovery of Kester has accomplished more Note to Mill Supply Houses: 
for us this eles than any other one thing! This is the advertising message that is being told in 
Kester is the original cored solder . . . the one 


industrial magazines to help you sell Kester Solder. 
Kester is one of those things that can be accurately 
called sure-fire. There’s a tremendous demand for it 
in both Production and Maintenance Departments. 
Plenty of reason. . . first, the quality of the product 
itself ...and second, Kester’s big National Campaign 
of sales-clinching ads! Get going on this now. 


that absolutely insures an instant end to soldering 
troubles. With the scientific flux self-contained, 
all the worker needs to do is apply heat. Perfect, 
uniform results are certain. Standards of efficiency 
and quality go way 
up . .. both in 
production work 


andinmaintenance KESTER SOLDER COMPANY, 4215 Wrightwood Ave. 
of equipment. Chicago, Illinois + Incorporated 1899 


Write for a free 
sample — any 
flux you want gata < 

All Kester Solder Exceeds Class A @©) i. DE ER 


Purity Specifications of the A. S. T. M. Sc « Paste-Core - Rosin-Core 
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The most complete 
line of pipe tools 
made, and every one 
an improved tool » » 


ARMSTRONG BROS. Better Pipe Tools, comprise the most complete line 
of tools made for use on pipe of sizes up to 2 inches: 


Solid Pipe Dies and Stocks Adjustable Dies and Stocks 
Triplex and Ratchet Stocks Knife Blade Cutter Wheels 
“Saunders,” “Barnes” and Heavy-Duty Pipe Cutters 
Standard, Heavy Duty, Openside and Chain Pipe Vises 
Pipe Vise Saddle 

All Steel Pipe Wrench 

Chain Wrenches (regular and reversible jaw) 


Each ARMSTRONG BROS. Pipe Tool is an improved tool designed after 
exhaustive tests of other types and makes. All have features (from five to 
fourteen) not found in other tools. Some are patented. They are dis- 
tinguished from other tools of similar name by the Arm-and-Hammer 


Trade Mark. 


oo they are lighter, cleaner-cut, stronger and quicker in action 





Patented 


ARMSTRONG BROS. 


Pipe Vise Saddle 
(Pat. App. For) 


4 new tool that holds 
hinged or chain vises se- 
curely te pillars, trees or 
fence posts. Permits vise 
to be mounted where the 
work is being done. 





than ordinary pipe tools. They are made in a dif- 
ferent manner, are carefully and accurately machined 
as are fine machinists’ tools, of finer stuff, of certified 
malleable iron, with drop forgings, 
alloy steels, with parts heat treated, 
hardened and tempered wherever 
they will add to the performance or i 

life of a tool. They give a greater 95 948 times 
service, complete satisfaction—build «ach month this 


cut appears in our 


repeat business and profits. elesctiiing. 
Write for Catalog P-10 
Armstrong Bros. Tool Co. 
“The Tool Holder People’”’ 


323 N. Francisco Avenue *« CHICAGO, U.S.A. 


London Branch: 
ARMSTRONG BROS. TOOL CO., LTD. 
35 Upper Thames St., London, E. C. 4, England 


TOOLS from your 
Supply House 








Wallace Carroll, Chandler Farquhar Com- 
pany, Boston, is young in years but old in 
experience, for he has been with the com- 
pany since he was “so high” and knows 
the location of every item. He should. 
He used to put it away before he became 


a salesman. 





job with the L. Kline Company, one 
of the constituents of the present 
Consolidated Supply Company; that 
is to say he was with them only 24 
years. Of course he couldn’t be ex- 
pected to learn much about the busi- 
ness in that short time. He started 
in thrusting pipe from place to place. 
Then he was advanced to receiving 
clerk, and in the later years had 
charge of the city order department. 
Almost everybody in the Oregon- 
Washington territory knows him and 
will be glad to learn of his connec- 
tion with this hustling new concern 
which made its bow to the trade last 
summer, but which in a few short 
months has taken on all the appear- 


ance of an old, established company. 
es 


Reports from Distributors on the 
Pacific Coast 

General business in wholesale 

lines in Portland, Oregon, is, on the 

whole, marking time. <A _ trip 

through the wholesale district the 








This picture taken at Cutter Wood and 
Sanderson Company, Cambridge, Massa- 
chusetts, shows only a small portion of the 
company’s tools and equipment attractively 
displayed to arrest the attention of all who 





enter the building. 
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HACK SAWS 


THE BLADES 
Brilliantly Trade Marked 


In RED 


Non-breaking 
HIGH TUNGSTEN 
Steel with the 
RED 
END 





Vv 


After carefully check- 

ing over the purchases of 
SIMONDS Hack Saw 
by a group of 128 Distrib- 
utors and comparing the first 
six months of 1930 with the first 
six months of this year, the figures 
show that 63 of these Distributors ac- 
tually bought more than last year. And 





HIGH SPEED 
STEEL For 


Power or Hand 
The Blade with 
The RED BACK 
EDGE 








they certainly buy only what sells these days. 






That’s a very even break and it’s very encour- 
aging. It shows that business is good in a lot of 
spots. It shows, too, that the “Red End” (Tung- 
sten Steel) Simonds Hack Saw and the “Red Streak” 
(High Speed Steel) Simonds Hack Saw are items that 
are standing by the Distributor and making sales for 
him. 


It will Pay YOU to Push Sales of These Blades 














Simonds Saw and Steel Co. 


“The Hack Saw Makers’’ 
Established 1832 Fitchburg, Mass. 
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you can SEE, FEEL, PROVE, | 
MAKES SALES WHEN SALES ARE HARD TO MAKE 


that 


SUPERIORITY 





WEDGBELT PULLEYS 
PREVENT 
V-BELT WEAR... 





je V-Belt Drives with the low maintenance cost 


are drives that employ WEDGBELT Pulleys of 
pressed steel. 


The heart of any V-Belt Drive is the driving sheave. 
Here occurs maximum flex and friction. Belts flow 
over WEDGBELT Pulleys with a marked reduction in 
wear because these pulleys are built of beautifully 
accurate die-pressed bright steel stampings un- 
scored or roughened by tool marks — because 
WEDGBELT Pulleys assure correct angular relation to 
the belt and uniform belt stress—because the con- 
struction of these pulleys insures rapid dissipation 
of frictional heat that would otherwise cause pre- 
mature deterioration of the belt. 


WEDGBELT PULLEYS and Drives are not merely differ- 
ent—they are BETTER. Prove it. Try out a WEDGBELT 
Drive where another V-Belt Drive is proving costly 
in maintenance. Check your savings in belt re- 
placements. 


WEDGBELT Pulleys and Drives are now available at 
an increasing number of mill supply houses through- 
out the United States. Ask your dealer or write for 
the WEDGBELT Drive Hand Book, an improved, sim- 
plified guide for V-Drive purchase. 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 


Avrpopent 
DRIVES 








first of September, contacting not 
only industrial distributors but elec- 
trical and hardware as well, dis- 
closed at that time no well-marked 
indications of increasing business. 
On the other hand, it would seem 
from reports that things were not 
definitely worse. Most of the whole- 
salers stated that with the drastic 
curtailment of expenses that had 
been made they were able to stay 
on the black side of the ledger. 
Some even reported making a modest 
amount of profit during the first half 
of the year. They seemed to feel 
that in a way this was a hopeful 
sign. Under ordinary conditions to 
stand still is said to be equivalent to 
going backwards. But under ex- 
traordinary conditions such as at 
present pertain, to stand still is per- 
haps equivalent to going ahead. 
One distributor said that his 
everyday run of business was hov- 
ering at about the same level week 
in and week out. But he had no- 
ticed within the past month the more 
frequent breaking of special things, 
those unexpected sales of items quite 





This is F. E. Anderson, manager of the 
mill supply department of the Smith-Booth- 
Usher Company, Los Angeles. Mr. An- 
derson took the Mill Supplies photogra- 
pher through what seemed to be miles of 
warehouse, above and below ground. In 
one basement, neatly stacked up like cord- 
wood, there was a little matter of 30,000 
dollars worth of gate valves alone. There 
were also apparently acres of machine tools 
of every description. It may be said that 
stocks carried by the Pacific Coast distribu- 
tors are of necessity considerably larger 
than those of middle west and eastern dis- 
tributors, on account of the long distance 
to the principal sources of supply. 








mm . 
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OPEN LETTER 


No. 10 


By F. W. KNOTT 


There are two angles from which 
our products should be consid- 
ered :— 

1. Your own viewpoint. 

2. Your customers’. 

Your own investment in stock- 
ing our goods is comparatively 
small. They are easily handled, 


because the turnover is high, and 
little space is required. 


There is relative economy in car- 
rying them— 


And a comparatively large 
profit. 


From your customers’ stand- 
point— 


There are many selling factors, 
a number of which we have al- 
ready pointed out, for the use of 
your salesmen. Among them:— 
Belt joints are made in most 
cases with 50% of the hooks oth- 
erwise required, because only 
one end need be cut to take up 
the slack. This point alone makes 
them the least expensive belt 
hooks on the market. 


The Lacing is joined with a 
Bakelite pin, which has a wear- 
ing quality from 3 to 7 times 
greater than any other pin. And 
less time is required to make the 
join. 

All of which, it seems to us, 
should make it very clear that 
it is not only worth your while 
to handle, but to sell the Detroit 
Belt Lacer products. 


F. W. Kwort, President 


DETROIT BELT LACER CO. 


3961 A Street 
Detroit, Michigan 
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_ outlining for the distri- 
markets fora most com- 
transmission and eleva- 

able from one 


We announce the Victor Balata Sales Plan—a sales plan of co- 
operation with the mill supply distributors of the country. Plant 
“modernization” is the byword of the day. Industrial execu- 
tives, aware of the necessity for elimination of obsolete methods, 
are studying at this time the possibility to lower production 
costs by greater plant efficiency. DISTRIBUTORS, by their 
recent activities, prove they also are awake to the present trend 
of business thinking and realize they must be in a position to 


serve the user by having a better knowledge of products and 
their applications. 


After months of research, the Victor Balata & Textile Belting 
Company, recognizing the responsibilities of manufacturers to 
distributors, has formulated this Sales Plan so that distributors 
can profit through their sales effort on this line. 


Confidence is the distributor’s main stock in trade—selling VIC- 
TOR products which enjoy a national reputation for durability 


and satisfactory service adds to that confidence, thereby giving 
profits. 





Victor Balata & Textile Belt 








Sales| 


. 


\e 
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butor and his salesmen 
plete line of conveyor, 
tor belting—all obtain- ~ 
source of supply— 


Distributors’ Salesmen are the important factors in sales work 
and in adopting this plan we are offering co-operation that will 
take the guess-work out of sales problems. 


Tremendous opportunities are here today and will grow with 
the increase in business. Better class distributors and their 
salesmen, understanding markets and the application of prod- 
ucts to industrial uses, will be abreast of the times. 


The Victor Balata Plan embodies monthly announcements in 
MILL SUPPLIES Magazine with pictures and data showing 
Victor products and their application by industries—sales con- 
trol charts that give at a glance market possibilities by territories, 
a complete binder-manual for the salesmen, with additional in- 
formation giving specific reasons why Victor products are adapt- 
able and serve each particular industry. 


A Plan, complete by products—and complete by marketing 
information—the like of which has never been presented before 
on products of this description. Conveyor, transmission and 
elevator belting problems simplified. 


A few territories are still open. WRITE FOR FURTHER 


DETAILS. 


ing Co., 38 Murray St., New York 


“V.B” (VICTOR BALATA) 
BELTING 

The best all-round belt for 
driving, conveying and elevat- 
ing. Waterproof — weather- 
proof — sanitary — durable. 
Recommended for sand, 
gravel, brick, clay, stone and 
coal industries, as well as for 
all industrial purposes. 


CANVAS STITCHED 
BELTING 

For driving and conveying. 

be furnished in ‘ 
black, white, paraffine treated, 
or with special impregnations 
to meet particular conditions. 
Recommended for agricultural 
uses, package conveyors, 
sand handling, and other pur- 
poses. 


“EASTON” WHITE SOLID 
WOVEN COTTON 
BELTING 
For light conveying and ele- 
vating. Sanitary—can be fur- 
nished wax treated or flame 
proofed. Recommended for 
bakeries, fruit sorters, nut 


handling, package conveyors, 
etc. 


“PENNTEX” SOLID IN- 
TERWOVEN BELTING 


For transmission and convey- 
ing under heat and acid con- 
dition. Recommended for 
bleacheries, dye houses, paper 
and pulp mills, etc. 


“BILT-RITE” CONVEYOR 
BELTING 


The latest development in a 
belt to resist abrasion such as 
crushed rock, sand and gravel, 
etc. Let us tell you about this 
unique construction of a con- 
veyor belt. 


PACKAGE CONVEYOR 
BELTS 
We manufacture solid woven 
belts of various types as well 
as inner stitched canvas belts 


| for conveying materials of all 


kinds. Send us your inquiries 


| for further particulars. 


“VICTOR” ENDLESS 
THRESHER AND 
TRACTOR BELTS 

Recommended for the farm. 
Constructed with the im- 


| proved bias lap—thoroughly 
| guaranteed. 
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“UNBRAKO" 
Hellow Set Screw 




























“Unbrako” Screws have become such 
favorites everywhere that not to handle 
them is equivalent to throwing away a 
great many profitable sales. 


And our many salesmen continually 
working with and for Dealers to increase 
their sales, demonstrate that we practice 


“UNBRAKO” 
what we preach—Co-operation. 


Secket Head Cap Screw 








We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Farniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 











STANDARD PRESSED STEEL CO. 








BRANCHES SuAncnes 
osTo 
en Wenco JENKINTOWN, PENNA. NEWYORK 


BOX 519 ST.LoulIs 













The Bittenbender Company, Scranton, is 
a firm believer in window displays. On 
the left coal handling equipment is shown 
that brought definite sales returns. Many 
purchasers, industrials as well as coal com- 
panies, do not think of the mill supply 
distributor as stocking this line. The win- 
dow display is a part of the program to 
make the public conscious of this fact. 





out of the ordinary. This is perhaps 
an indication of better times in the 
offing. 

An encouraging sign on all sides 
was the universal determination to 
trim sails to fit conditions, in the mat- 
ter of expense, and that, too, with- 
out widespread curtailment in sales 
forces. Some interesting stories 
were told of ways and’ means to cut 
down overhead and sales expense. 
One distributor had a salesman who 
was good at his work but who still 
had the 1929 comp’ex when it came 
to expense accounts. He said that 
this man stayed at the best hotels, 
“took a bath every day,” paid from 
a dollar to a dollar and a half for 
each meal and did other things in 
keeping. He had been after him for 
six months to cut down, and finally 
as a last resort before letting him 
go, put him on a strictly commission 
basis. This brought the man up with 








Two holders of long-service records are in 
this picture of the Maddock and Company 


employees. E. Hummel, third from the 
right, has been with the company 40 years, 
and G. R. Bailey, second from the right, 
beats him with a record of 48 years. Wil- 
liam Hoffman, purchasing agent, is at the 
extreme right. The other men, reading 
from left to right, are: W. H. Tuppeny, 
M. A. Weidmayer, and E. L. Glaesser, 
lesmen. 
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of Least 





A Paper Mill Saved 50% of the Power 
Formerly Required to Drive Supercalenders. 





A Cement Mill Paid for Dodge-Timkens Out of 
the Savings in Oil Alone. 


REG.U.S. 





Are You Following the Sales Course 


Resistance? 


The generally accepted idea of selling power trans- 
mission to mills, factories and other users of mechani- 
cal power drives, is that sales depend on new con- 
struction or the installation of additional production 
equipment. It has been widely said that there is com- 
paratively little wear out to power transmission and, 
therefore, new sales depend on new production ma- 
chines and that in times like the present, there are 
few opportunities to make sales. 


We don’t agree with that. There never was a time 
when economy of operation was more closely studied. 
There are many plants where the management says 
they can’t spend a cent for equipment. Perhaps in 
many of these cases sales effort is fruitless. We have 
found, though, that such a statement is generally 
used as a shield against the average sales presenta- 
tion. There are still plenty of concerns who will 
spend money to save money. There are a good 
many plants where modernization programs are under 
way. 


New and more efficient power transmission units and 


methods have been developed. They can be sold 


widely even in these hard times as replacement 
equipment to effect savings in operating costs. 
Success in selling them jis dependent on knowl- 
edge of their correct application and knowl- 
edge of their superiority over old units—plus 
a general acquaintance with production proc- 
esses of the plants themselves. 


If this subject interests you, write us,—tell us 
what types of plants you call on, how you have 
been directing your sales efforts on Dodge 
products, and we will give you suggestions 
based on our experience that will help you 
make sales under existing conditions. 


PAT. OFF. 





Dodge Manufacturing Corporation 


Mishawaka, Indiana 


FOR PLANT MODERNIZATION SELL DODGE STANDARDIZATION 
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Severe lests Have Proved 


Atkins Saw Blade Economy 

























































ATKINS No. 18 Kwik- 
Kut Power Hack Saw 
Machine carries many 
patented features which 
reduce operating costs. 
This machine uses over 
three-fourths of the blade, 
while ordinary types util- 
ize only about 40% of 
the saw. 


RE your customers cutting MORE 
metal than ordinary Tungsten 
Alloy blades or ordinary high 

speed blades will cut? If not, they can 
do it with Atkins Silver Steel “Blue 





2 End” Hack Saw Blades. Tests have 
proved that. 
. Note this: one Atkins blade was still go- 


ing strong after cutting 192 pieces of 
Swedish Oil Hardening Tool Steel, 114” 
x 294" x 2”; 225 pieces of cold drawn 
bar steel, 254”x1/16”, and 15 cuts 
through 6” hot rolled machinery steel 
—doing an excellent job all the way. 


E.C. ATKINS 
and COMPANY 
Home Office and Factory 
INDIANAPOLIS, IND. 
Established 1857 


Machine Knife Factory 
LANCASTER, N. Y. 


Everywhere Atkins Blades are giving 
superior service. They will increase your 
customers’ Hack Saw Blade Efficiency 
and cut down their Hack Saw Blade 
Operating Costs materially. And they 
will step up your sales and your profits 
notably. There is practically no limit to 
your opportunities with this remarkable 
line. 


Branches 
New York, N.Y. 
Portland, Ore. 
San Francisco, Cal. 
New Orleans, La. Seattle, Wash. 
Klamath Falls, Ore. 
Paris, France 


Atlanta, Ga. 
Chicago, Ill. 
Memphis, Tenn. 


Investigate the Atkins line and the sales 
and profit possibilities it holds for you. 
Write today for details. 


In Canada 
Shurly-Dietrich-Atkins Co., Ltd., 
Galt, Ontario 


ATKINS 


SILVER 
i BO Os OF 


SAWS 








This attractive and effective exhibit was 
shown by the Cleveland Tool and Supply 
Company, Cleveland, at an “Informo” 
show in the Hotel Statler. The show 
had as its guests the Cleveland Purchasing 
Agents Association, through the courtesy 
of the Midwest Purchasing Agents. The 
idea conveyed by the scales is that the 
direct or “lightweight” selling by factories 
keeps the distributor from rising. The sign 
below says: “Distributors Serve Industry 
Economically” and “Buy It from the Dis- 
tributor.” The photographs on the mat 
represent well-known items from the dis- 
tributor’s stock. 





a sudden jerk, and it took him but 
a very short time to learn, when he 
was paying his own bills, that ex- 
pense accounts of these days and 
those of two years ago must be two 
altogether different things. 

a 


A Correction 

In the “Who’s Who” story about 
J. Ambrose Haseltine, which ap- 
peared in the September issue of 
Mitt Suppties, Maine was erro- 
neously credited with being the gran- 
ite state. It is, instead, the pine tree 
state. 








BE. W. 
Dahm, 


Toye, manager, and Katherine 
of the Toye Supply Company, 
Winona, Minnesota. 
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STURDY 





STRENGTH 














"TRUS FITTING 





OUR customers will find a world 
of rugged strength in Square 
“Gee” Trus-Fittings. The exclusive Grabler truss- 

reinforcement makes sure of that. And they will find 

dependable uniformity, too! Multiple tapping and 
triple inspection of every fitting keeps Square “Gee” 
quality standards surprisingly high. Work goes faster 
and gets done better with Square “Gee” Trus-Fittings. 
Build customer good-will with Square “Gees”. 















STANDARD AND EXTRA HEAVY 
MALLEABLE FITTINGS ... STANDARD 
AND GROUND JOINT UNIONS .. . RAIL 
FITTINGS ... STANDARD CAST IRON 
STEAM FITTINGS . . . STANDARD AND 
PATENTED CAST IRON DRAINAGE 
FITTINGS . .. STANDARD AND EXTRA 
HEAVY BRASS FITTINGS ... BRASS 
THE GRABLER MANUFACTURING COMPANY UNIONS . . STEEL AND BRASS NIPPLES . . 


6565 BROADWAY $3 CLEVELAND, OHIO 
Warehouses: NEW YORK - CHICAGO - LOS ANGELES - SAN FRANCISCO HANGERS .. FLOOR AND CEILING PLATES 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “BEE” 
Pipe Fittings 


ORAINAGE, BRASS 


























ERS ce 
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MALLEAGLE, CAST IRON 
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Daggett Ball-Bearing 
Hanger Box 


Daggett Hangers 


Daggett Hanger Boxes 
Daggett Friction Clutches 
Daggett Countershafts 





The “‘Chicago Line’”’ Includes: 
Daggett Loose Pulleys 


—All Ball Bearing 


“Chicago Line” offers you products with which you can put pep into 
your transmission business and make your profits noteworthy. 

You can’t overlook the possibilities of the “Chicago Line” of trans- 
mission equipment when you give serious consideration to your profit 
problems and your customers’ 
appliances. 


Push the “Chicago Line” for all it’s worth. Your returns will be more 
than satisfying. Let us give you complete details. 


Chicago Pulley & Shafting Co. 


19 N. Desplaines St. 


Put Life Into 
Your Trans- 
mission 
Business with 


“Chicago Line” 


demands for modern transmission 


Chicago, Il. 








































Fig. 220 


24 inches 


Fig. 219 


24 inches 


Fig. 223 


24 inches 








Flanged 2 to 





Screwed 2 to 





Hub End 2 to 














Py see 
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“PATENTED BY 


_ PRATT & CADY 

















THE ROTATING 
SWING DISC PRINCIPLE 


is considered the standard construction for iron and 
bronze swing check valves. The disc is free to rotate, 
equally distributing the wear on disc and seat. 

This feature has been distinctive with Pratt & Cady 
for over 53 years. 








Maintenance is easy. By removing cap and plug, the 
seat can be quickly reground. All parts are made to 
gage and interchangeable. 


Reading-Pratt & Cady Co., Inc. 


An Associate Company of the American 
Chain Company, Inc 

BRIDGEPORT, CONNECTICUT 

Offices and Warehouses: 
Boston, Charlotte, Chicago, Cleveland, De- 
troit, Hartford, Houston, New York, Phila- 
Pittsburgh, Rochester, St. Louis, 
San Francisco, Tulsa. 


delphia, 





IRON BODY 


SWING CHECK VALVES 














Munnell & Sherrill Specializes on 
Paints 

Munnell and Sherrill of Portland, 
Oregon, is a special distributor doing 
an intensive selling job on a com- 
paratively few lines. In_ recent 
months it has been paying a lot of 
attention to paints and roofing and 
has established a paint department 
with an experienced man, Mr. Bish- 
op, at the head. 








Attractive display maintained permanently 
in front of the store of Munnell and Sher- 
rill, Portland, Oregon. 





In addition to industrial paints and 
varnishes this firm even goes after 
the painting contractors and sells 
house paints. 


+ 


National Carbon Appoints 
Dienst 
A. P. Dienst Company, New York 
City, announces that it has been ap- 
pointed by the National Carbon Com- 
pany as a distributor of its line of 
“Gredag” lubricants. 








Roy Frank, foreground, and Pat Rose, both 


of the Peerless Mill Supply Company, 
Buffalo, busily engaged in fastening cleats 
to a length of rubber belt for use in a 
gravel conveyor. Pat has just finished 
screwing in the three hundredth cleat bolt 
and is wondering if it isn’t about time to 
go out for lunch. 
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He could shut his eyes 
if the selection were 
between 


NICHOLSON 


BLACK DIAMOND 
FILES 


RUNNING along twin rails of qual- 
ity, the work of Nicholson Files 
and Black Diamond Files satisfies the 
rigid requirements of leaders in every 
great industry. 





The parallel performance of Nichol- 
son and Black Diamond Files is ac- 
counted for by the fact. that each is 
the choicest product of the largest file 
organization in the world. 


Sellers of files to industrial buyers do 
not need to hesitate between these 
two leading brands. Figuratively 
speaking, your customers can shut 
their eyes and select either Nicholson 
or Black Diamond Files. 


Ls. pCa, 

HO (a) eo On, 

V >< % NICHOLSON FILE CO. —S 
U.S.A. Providence, R.1., U.S.A. "RapePanne™ 


Providence Factory Philadelphia Factory 
NICHOLSON FILE CoO. G. & H. BARNETT CO. 


A FILE FOR EVERY PURPOSE 
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Greater Production 
| Patented Safety 
Features 
| Less Gas Cost 
Lower Operating Expense 
Unexcelled Performance 


Wyiyd 
What Do These Meanto You 


| asa Distributor ? 


They mean far better than an even break in your efforts 
to cash in on today’s great market for welding and cut- 
ting equipment and supplies. They produce for you satis- 
fied customers, repeat orders, and a reputation that will 
bring business from the most unexpected sources. Write 
| today for TORCHWELD’S exclusive, profit making propo- 
| sition for distributors. | eS Oe Soe ee 
| filled with circulars on the different lines 


TORCHWELD EQUIPMENT COMPANY | | ioccied Bat Tees oot taltemee tea 


customers are sure to notice i th 
224 N. Carpenter St., - = = = Chicago : tice it as they 




















enter or leave the building. Changing the 
folders every two weeks keeps people 
interested. 





































Bingham Tool and Supply Dis- 
tributors for Holo-Krome 

Effective September 1, the Bing- 

| ham Tool and Supply Company, Cin- 

| cinnati, was appointed exclusive dis- 

tributor in the Cincinnati territory 

| for the Holo-Krome Screw Corpora- 
tion. 
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* * * 


| New Men for Portland Mill and 
Mine 

| Two new men have recently been 
| acquired by the Mill and Mine Sup- 
ply Company, Portland, Oregon. R. 
H. Anderson, formerly with the 
Builders Supply Company and now 
out of business, has assumed certain 
duties on the inside in line with gen- 
eral office work. 

George J. Alstadt is a new sales- 
man, covering all lines, and will work 
in the Oregon and Southwestern 
| Washington territory. 
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Always An Eye Open for 
Greater Hack Saw Profits 


HE Wolves of Lenox, known to your customers and 

prospects as the rugged, clear-cutting, slashing Hack 
Saw blades without equal, are ready and eager to boost 
your profits and to bring you new customers. They are 
attractively packaged in plaid and backed by a strong sales 
plan. 


oe, 











Get the details today. 
“The Tools in the Plaid Bor” 


AMERICAN SAW & MFG. CO. 
Springfield, Mass. 














This company, which is a branch 
of the Seattle house, is now handling 
among other well known lines, 
Weaver-Henry Corporation asphalts 
and building paper and has recently 
been appointed distributor of blocks 

| made by the Young Iron Works. It 
reports that August was materially 
better in sales of all lines than the 
month of July. 
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Vo ot 
Drop Forged 
Integral Flanged 


VALVES~ 


6- 600 Lbs. at 900°F. om 
"4 +1350 Lbs. at 900°E »” @ 


THE LARGEST FORGED STEEL VALVES 
FROM THE LARGEST STEAM DROP HAMMER 


New and improved equipment is frequently added 
to Vogt shop facilities consistent with a long 
established policy of keeping ahead of present 
demands and anticipating future needs. 


HENRY VOGT MACHINE CO. 


INCORPORATED 
NEW YORK LOUISVILLE, KY. 
Branch ) CHICAGO 
Branch / CLEVELAND 
ces? ) DALLAS 
PHILADELPHIA 


Cj ree ane en er 


— oo a 


Manufacturers of: Drop Forged Steel Valves and Fittings, Water Tube and Horizontal Return Tubular Boilers, 
Oil Refinery Equipment, Ice Making and Refrigerating Machinery, Heat Exchangers. 
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FORD CHAIN BLOCK CO. 


Ford Triblocs are preferred wher- 
ever fast work, accuracy and de- 
pendability are important factors. 


Ford Triblocs raise their loads swiftly 
and then hold them indefinitely without 
creeping. Ford Tribloe dependability and 
durability comes from its superior con- 
struction—all parts being either of high 
grade malleable iron or steel. 


Sizes range from ™% to 40 tons. Ford 
Trolleys equipped either with Self-Align- 
ing or Hyatt Roller Bearings. 


Send for complete catalog. 
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Philadelphia, Pa. 


An Associate of the American 
Chain Co., Inc. 











Frank Jones of Bright and Company, 
Reading, Pennsylvania, has been in the 
mill supply business 17 years. He says that 
due to the increased use of electricity in 
industry some lines that used to be good 
sellers have fallen off and other profitable 
lines have come into the picture to take 
| their place. According to Mr. Jones some 
| of these lines are chemical cleaners, asbes- 
tos cement and welding supplies. 





eaniliniaal Mill Supply M Man 
Seeks New Connection 
Due to the liquidation of the Sid- 
ney P. Bjorklund Company, W. J. 
Caughey who has been with this com- 
| pany for the last eight years is avail- 
able for a new position. Mr. Caughey 
| had full charge of the tool, mill sup- 
ply and electrical units of this com- 

| pany’s compiling department. 

He is also very highly recommend- 
'ed by the other companies with which 
'he was formerly associated, namely, 
| the Steiner and Voegtly Hardware 

Company, where he built up an ex- 
ceptional mill supply and tool busi- 
ness ; the Joseph Woodwell Company, 
where he was buyer and manager of 
the tool department and had full 
charge of catalog work ; and the Penn 
General Supply Company. 





Selective Selling 


(Continued from page 27) 

In thinking the proposition over, 
we got to wondering if the customer 
|really wanted cheap blades, or 
| whether he wanted the greatest value 
| possible for his money. Acting along 
| this line of thought, we sent the plant 
| | superintendent a power saw blade of 
| high speed steel with the request that 
| he compare it with the blades he had 
been using. He did so and found 
that a surprising amount of work 
could be done with the better grade 
of steel. Through his influence a sale 
| was made, in spite of the fact that 
ithe purchasing agent received quota- 





ond is 


not 
satisfiedto build 
and sell a caster 
that will fit a 
hole in the bot- 
tom of your 
trucks. They 
insist on pro- 
ducing a pro- 
duct that will 
aid in further- 
ing the value 
and increasing 


your merchan- 
dise. 








23-A Series 
With Semi-Steel Base 


Made in various types of wheels: Plain 
bearing, Roller-bearing, Rubber Tired, 
Threa Guard, etc. 


peo 


Foundry & Machine Co. 


Manheim, Lanc. Co., Pa. 


Phila. Office: 617 Arch St. NV. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 


the profit of 
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ISTRIBUTORS have a sense of security when 
selling the Belmont line as QUALITY is one of 
BELMONT?’S outstanding features. 


Buyers are more exacting today and this places on the 
distributor the responsibility of recommending prod- 
ucts that can give satisfactory service, backed by a 
national reputation. 


Whatever your customers’ packing needs may be, you 


can fill them with BELMONT products. 





What is more, the Belmont policy of support to dis- 
tributors will not leave you on the shelf to grope for 
the right packing for each service. Through our field 
service, our advertising and our direct mail letters, we 
will help you and your salesmen to become experts on 
the application of Belmont packings. Once you be- 
come an expert with the Belmont line and its appli- 
cations, your packing sales will increase and your 
profits grow. 


Write for our complete plan. 


‘‘Thereis a Belmont Packing 
for Every Service’’ 





The BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS PHILADELPHIA, PENNSYLVANIA 
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Means 


Brush Excellence 


REMEMBER MILWAUKEE 


— That's Why Your Sales 
Mount When You Sell 
MILWAUKEE 


Industrial Brushes 


You can depend on the high standard 
of quality that is built into every type 
of brush in the MILWAUKEE line— 
and you can guarantee your custom- 
ers complete satisfaction on every 
purchase. 

MILWAUKEE quality and variety are 
the factors that are making brushes 
and brooms a sales headliner with our 
distributors. 

Brushes and Brooms—Bristle—Wire— 
Fibre—for Hand and Power Uses. 
Special Brushes Made to Order. 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764-790 30TH STREET 
MILWAUKEE 
wisconsim 





Mono-Bilt Wire Brush 





Mono-Bilt Center 














The 


Heart 
DART 


Insures User Acceptance 
Because of Its Economy 


EXT to increased sales, industrial users are most 

interested today in plant economy. DART 
Unions are perfect in design, materials and work- 
manship. Thus thorough efficiency is assured—and 
the bronze-to-bronze ground joint principle permits you 
to offer double value with the DART. That’s economy 
for you—and a selling point that is enabling DART 
distributors to do an. outstanding sales job. Write 
for a sample and our catalog. 


TEES e UNIONS e ELLS 
sd Screwed e Flanged 


E. M. DART MANUFACTURING CO. 
PROVIDENCE, R. I. 


The Fairbanks Company, New York Dart Union Company, Ltd. 
and at all Branches Toronto, Canada 











tions for blades at figures far below 
ours. 

Under ordinary circumstances, we 
do not favor giving away samples. 
Too often the customer will place 
them in stock and think nothing more 
about them. It is just something for 
nothing so far as he is concerned. It 
is better, we believe, to introduce new 
products to a customer by selling him 
a small order. The fact that he has 
an investment in the item will make 
him interested in actually trying it 
out to see what he is getting for his 
money. 


N meeting price competition, we 

have found it necessary to work 
with the plant engineer and others on 
the inside who are able to check re- 
sults carefully. A salesman that is on 
a friendly basis with everyone in the 
plant has built his house upon a rock 
foundation for one never knows 
when the good will of some employee 
will be of help in securing business. 

This has often proved true in our 
case. Once something happened to 
offend the owner of a plant which 
had been buying from us. This fel- 
low was so angry that he refused 
even to discuss the matter with us or 
allow us in the office. As it happened, 
however, the plant engineer was a 
good friend of ours, though he had 
practically nothing to say in regard to 
buying as the owner gave this matter 
his personal attention. However, I 
managed to keep in contact with the 
engineer, and through him found 
that the company was getting ready 
to install some new equipment that 
required special knowledge in laying 
out. 

The engineer asked for my help in 
the work, but at the same time de- 
clared frankly that the owner had no 
intention of buying the equipment 
from us. Of course, it was rather 
disheartening to think of doing the 
work on which someone else was to 
profit, but I consented to look over 
the plant and advise him. It was im- 
possible to enter the plant in the 
usual way, as the owner would have 
been likely to order me off the prem- 
ises, so I went around to the back. 

Here there was a board fence so 
high I could not see over the top. 
Taking a short run I vaulted over. 
When I landed on the other side, I 
found myself standing directly in 
front of the owner and chief engi- 
neer ! 

“Well,” said the owner angrily, 
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Can you say this 
about the pulleys 


you handle? 


MR. DISTRIBUTOR: 
UGGEDNESS .. . 


cision of manufacture ... con- 





unvarying pre- 


stantly improved design . . . greater effi- 
ciency .. . a background of almost half 
a century of successfully applied pulley 
engineering .. . BROWNING Paper 
Pulleys have all these unequalled selling 
qualifications . . . Qualifications that are 
vitally important if you are to say to 
your customers with confidence: “We 


guarantee this Pulley.” 


An unconditional guarantee is still 
your most valuable aid in selling pulleys. 
... Handle BROWNING Paper Pulleys 
and you can give your customers the 
strongest guarantee possible, with com- 


“WE GUARANTEE” 





— GUARANTEE——— 


Every BROWNING Paper Pulley is uncondi- 
tionally guaranteed to give satisfactory service or 
replacement will be made without cost to the 
purchaser. This guarantee has protected all pur- 
chasers of our pulleys for almost fifty years. 


THE OHIO VALLEY PULLEY WORKS, INC. 
(Division General Fibre Products, Inc.) 
Maysville, Kentucky 











plete confidence that you are thoroughly 
protected and with absolute assurance 
that you will not lose the good will of 
your customers through unsatisfactory 
pulley performance. 


A better Paper Pulley! And today 
the lowest prices in BROWNING 
Pulley history . . . write today for the 


new size and price sheet. 


THE OHIO VALLEY PULLEY WORKS, Inc., Maysville, Ky. 


(Division General Fibre Products, Inc.) 


BROWNING 





PAPER PULLEYS 
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“THE GOOD MECHANIC’S CHOICE” 
SINCE 1897 


NEW 


Tool Grinder 


At last you can sell a strictly 


high-grade, ball bearing tool 
grinder at a price all shops can 
afford! It gives you the decided 
edge on sales to all shops using 
metal cutting tools. It bears the 
famous old U. S. mark—sufficient 
assurance of rugged construction, 
accurate and smooth performance, 
and utmost dependability. 


Powerful repulsion-induction motor 
provides a speed of 3450 r.p.m. Two 
cup wheels are 6x3¢x1}¢x11¢-inch 
cup, with 14-inch wall—one for rough- 
ing, one for finishing. Tool rests are 
adjustable from 0 to 15-degree angles. 
Guards are adjustable to wheel wear. 
Overall—10” high, 10” deep, 18” 
long. Obtainable either in bench or 
pedestal types for either ordinary or 
high speed tools. Grinder shown 
above is for 110 volts, 60 cycle, sin- 
gle phase—furnished for 220 volts on 
request. Write at once for complete 
details and prices. Sold through dis- 


tributors exclusively. 


NEW CATALOG—tThe new, big U. S. Cat- 
alog is full of helpful information you and 
your customers will want on portable elec- 
trie tools, grinders of all types, buffers, 
polishers, flexible shaft machines, hammers, 
ete. Ask for a free copy—or send us your 
mame and address in the margin of this ad 
today. 





The UNITED STATES 
ELECTRICAL TOOL CO. 
Dept., H., 2498 W. 6th St., 
Cincinnati, O. 


Export Sales Representatives 
WESTINGHOUSE ELECTRIC INTERNATIONAL CO. 
150 Broadway, New York City 
Canadian Division 
MAPLE LEAF ELECTRIC TOOLS, LTD., Toronto 














“What are you doing here, anyway ?” 

I explained that I was there merely 
as a friend of the engineer to help 
with the problem and not for the pur- 
pose of meeting him or obtaining any 
business. 

“All right,” he said, and then went 
back to his office. 

When I was through he came out 
and asked what the equipment would 
cost. I told him and he said, “Order 
it.” From that time on he has been 
back on our books as a regular cus- 
tomer. 

If we had not been able through 
our specialized knowledge of this 
line, to make suggestions of real help 
te this engineer, it is obvious that we 
could not have gotten back our busi- 
ness with this customer. This experi- 
ence is just one of many which have 
proved to us the value of selling a 
limited number of lines and backing 
them to the limit. 

While circumstances forced us into 
a policy of selective selling originally, 
we have been so well satisfied with 
the results that we wouldn’t think of 
doing business any other way. 





There’s Potential Railroad Busi- 
ness Well Worth Going After 


(Continued from page 23) 


more important factor. Thus, the dis- 
tributor’s position is greatly strength- 
ened. 

While the 6% of the railroad’s 
maintenance supply needs, which the 
distributor is already getting, runs 
into a sizeable volume, the potential 
is so important that distributors in- 
dividually and as an industry should 
direct their sales guns on it. Even a 
small percentage gain will amount to 
several millions in volume and that 
certainly is business well worth go- 
ing after. 


It Takes a Specialist to Sell the 
Textile Trade 
(Continued from page 16) 


is very damp. You use humidifiers 
to keep this dampness and get the 
best results in weaving. What is the 
result? Your present bobbins have 
absorbed considerable dampness while 
these of the recent order are com- 
paratively dry. Leave them in bins 
within the mill for three days and 
they will swell out to the exact size 
of your other bobbins.” 

“Our bobbin manufacturer knows 


the humidity of the air in your plant. 
Therefore, when he made your bob- 
bins, he had the wood used condi- 
tioned to the same degree. After 
they were manufactured, they went 
in freight cars and in the natural 
temperature dried out and shrunk 
somewhat.” 

This proved to be the case for 
when the new bobbins had remained 
in the plant long enough to absorb 
the dampness, they were absolutely 
correct in size. 

Now had the customer been deal- 
ing direct with the manufacturer, he 
would no doubt have shipped the 
bobbins back immediately and con- 
siderable trouble would have been 
caused due to distance and misunder- 
standing. Incidents come up every 
day where we are able to straighten 
out some real or imaginary difficulty 
between manufacturer and _ user. 
Owing to the expense involved, the 
manufacturer who sells only one line 
could not hope to render the service 
we do or get the business we can 
because of our local contact. 

By making it our business to 
know the needs of the industrial 
plants in our territory and by train- 
ing our salesmen so that they can 
take care of those needs efficiently, 
we have won and are holding the 
confidence of industrial users in our 
territory. And having a buyer’s con- 
fidence, after all, is probably the 
most important factor in building 
sales. Without a buyer’s confidence 
you are doomed from the go, but 
with it your sales battle is half won 
before you start. 





Lucky Luke Slips in Under 
the Wire 
(Continued from page 37) 
sanity, Al, it was the guy who 
bought the three carloads of roofing 
on the other end, all excited. “Well, 
Luke,” he says, “It’s our calamity 
and your good luck. We had that 
three ears of your stuff stored and 
the shed it was in burned a half hour 
ago. Come out in the morning and 
get a duplicate order.” 

Bang! Bang! I went into first 
place, Al, and copped the big prize 
and if you'll bring all your rabbits’ 
feet and four leaf clovers around I’ll 
put my blessing on them and you'll 
probably own your outfit in a year. 

Yours for incendiarism, 
LuKE. 
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Mopern INDUSTRY DEMANDS 


increased speed, greater efficiency, 
lower production costs... 
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The Cog Section for extreme flexibility at high speeds... 
without heating, distortion, buckling or rippling. Daytons 
are “built to bend.” 

The “Neutral Axis’... the strength section ... permanently 
pre-stretched by Dayton's patented process. 

The Outer Section... gives balance... is composed of layers 
of vulcanized, strong cord fabric, bias-cut to accommodate 
bending without strain or distortion. 


The entire belt is die-cut for precision and greater gripping 
power. Daytons are accurate and stay accurate. 


THEREFORE, SELL 
DAYTON COG-BELT DRIVES 


Far-sighted industrial operators everywhere are moderniz- 
ing their plants. Thousands are finding that V-belt drives 
are the power transmission drives for lowering produc- 
tion costs, and they are rapidly installing them. Wherever 
a plant needs modernization, you have a live prospect for 
sales of Dayton Cog-Belts. Remember, Daytons can be 
used for replacement on all standard groove pulleys. 

Dayton Cog-Belts are now generally recognized as the 
most efficient V-belts made. Their distinctive cog con- 
struction (patented and exclusive) gives them greater 
flexibility. They are “built to bend” at high speeds, around 
small pulleys—without heating or distortion. 

They are permanently pre-stretched by another Dayton 
exclusive process. This makes for long life and little 
adjustment. 

They are die-cut . . . still another patented feature. This 
makes for accuracy, firm gripping power, positive speed 
control. 

In short, they fulfill the modern demand for greater 
speed and efficiency, with lower costs. 


YOUR OPPORTUNITY! 


Dayton distributors and salesmen, assisted by Dayton 
factory-trained representatives, are finding an enormously 
productive market for Dayton Cog-Belt Drives. New appli- 
cations for this drive are constantly being developed— 
new markets opened. 

Let us tell you the whole story about Daytons and the 
valuable Dayton franchise. Write today. 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 


FACTORY DISTRIBUTORS IN PRINCIPAL CITIES AND ALL WESTING~ 


HOUSE ELECTRIC & MANUFACTURING COMPANY SALES OFFICES 
. -i7 
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for 


Resale Only 








And that goes 100 per cent. Absolutely 
no competition from rn ur source of sup- 
ly. Try us out. ut in a stock of 
inear packings. Get behind them with 


real sales efforts and watch your volume 
grow. 









The quality and completeness of the 
Linear line will appeal to you. The 


profits will fully compensate you for 
your work. 


” 
*=sa< a0 =e" 


Tory ~~ RP 
SSF ~ oe. 
















ANOTHER SALE 


No. 2 of a series 





















Every 
building j 

materials &: 
yard has need for one or more car mov- Ba 
ers that will handle heavy railroad cars. 





If you are selling the Atlas, you have the 
mover that will do the work—and the 
concrete sales points that we can furnish 
will make sales easy. 

Don’t pass up these yards! Every Atlas 
Mover will help to make your customer 
think favorably of your line of convey- 
ors, motors, etc., as well. 


oe AE LL VT —— 
APPLETON CAR MOVER CO., Appleton, Wis. 
LLL 









A. S. Jacobus, one of the star salesmen of 
William S. Roe, Incorporated, Newark, 
New Jersey. “Jake” acquired that expen- 

| sive looking tan on the local golf Enks 
during his spare time. 





\Is Your Financial Plan Standing 
the Test of the Depression? 


(Continued from page 19) 
interest on owned capital of 1.9% of 
net sales for 1930. Bradstreet’s sta- 
tistics show that more firms fail 
for lack of capital than any other 
cause ; 31.6% in 1930 and 37.2% in 
1929. In Dun’s Record of Insolven- 
cies, outside of banxing failures, it 
will be found that in 1930 40.8% of 
the failures were trading companies. 

While the reader may admit the 
better management of the working 
capital in the case of distributor “A,” 
he may also point out that there are 
certain weaknesses in the balance 
sheet. The cash position is very 
weak, in that there should be at least 
five times as much cash on hand. 
Furthermore, the creditors of the 
business have more invested in it 
than the owners, which is not con- 
sidered a good condition. It must 
be pointed out, therefore, that the 
| business of distributor “A” was 
|much more recently organized than 
| that of distributor “B,” so that with 
continued good management, the net 
worth will be increased, which will 
be reflected as additional working 
capital in the form of cash. While 
'the amount of accounts receivable 
|and accounts payable seems rather 
high, it will be remembered that the 
rate of turnover of the receivables 
| is exceptionally good, so that the pur- 
| chases will not only be paid, but dis- 
‘counted. In this connection, it will 
_ be noted that “other income” which 
|is substantially all discount on pur- 
chases, represents more than half of 
| the net profits. Many other interest- 
ing observations may be made in 
comparing the statements of these 
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CLIPPER HOOKS, UNSURPASSED IN 
QUALITY, ARE 20% TO 30% LOWER 
IN PRICE THAN OTHER MAKES. 
The Lacers come in types for every requirement, 
lacing the smallest of belts up to the heavier 
aud wider ones. The use of Clipper Hooks 
and Pins ensurés a perfect, lasting joint. 
et See 
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A BETTER JOB! 


UNDER the relentless drive of actual shop production Clipper No. 6 






Speed Lacer is proving every day that it delivers! Measured by the yard- 
stick of Results Clipper ‘costs less to begin with and less to maintain 
than any comparable make in the World. 


IT laces a 6-inch belt in 90 seconds: tt applies the tremendous pres- 
QO re of 37, sige’ Ibs., aoe a perfect wal joint, oe pee operates 














68 


MILL SUPPLIES 








YOUR EFFORTS COUNT 


100 


PER CENT 


Points 
of Preference 


- Renewable Steel Jaws. 
Swivel Base, 360 degrees 

gripping power. 

. Outside Saddle permits easy 
removal of screw for oiling. 


. Solid underportion gives 
added strength. 


Set screw in handle. 
Castings of Parkco Metal. 
Full sized screw and nut. 


n> 
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229X Machinists’ 
Vise 








It is pleasing to know that your = efforts 
in selling PARKER VISES count 100%, for 
PARKER sells through jobbers exclusively. This 
policy, together with advertising of these well 
known vises to prospective users, has made firm 
friends of jobber salesmen. 


Good mechanics demand fine tools. The PAR- 
KER SWIVEL BASE VISE illustrated is the 
one vise that meets their demands. 


Sold Thru Jobbers Exclusively 


PARKER VISES @ 


; 7 ~ 
The Charles Parker Co., Master Vise Makers, Meriden, Conn. ‘%*” 
Makers of the Famous ParkerGun N. Y. Salesroom, 25 Murray St., N. Y. C. 








A Definite Sales Policy = 


Tested-and Proven-by Time 


Supports CAPITAL 





CAPITAL “Red Cap” 
Brushes and Brooms are 
made to the highest 
standard. The line is 
so complete as to fill 


the majority of your 

customers’ requirements. 

Profits are good and 

repeat orders attractive. 

Write for details on our 

products and our sales 
policy. 


Distributors » » » 


That knowledge is reassuring when you 
are setting out to do the kind of a sales 


job that is possible with the CAPITAL 
“Red Cap” line of industrial brushes and 
brooms. When we say we support the dis- 
tributor, we mean it— and our record 
over many years supports our claim. 


The Indianapolis Brush & Broom Mfg. Co. 
markets its products exclusively through 
distributors. In doing so, we not only pro- 
tect distributors, but accord their salesmen 
every possible sales cooperation. 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street, Indianapolis, Ind. 








two distributors, but space will not 
permit. 

From the foregoing discussion, it 
is apparent that it is exceedingly im- 
portant how the distributor invests 
his total capital, and that the effi- 
ciency with which the working cap- 
ital is managed may determine 
whether or not a net profit is made. 
As the distributor is primarily a mer- 
chandiser, the majority of his cap- 
ital should be invested in current 
assets which are more readily ex- 
panded and contracted according to 
the exigencies of the business from 
time to time. Then too, the working 
capital should be passed through the 
cycle of cash, inventories and ac- 
counts receivable as quickly as pos- 
sible, or, in other words, turned over 
as many times as possible each year. 





Who’s Who 
(Continued from page 28) 

Baptist Publication Society and pres- 
ident of the Allegheny County Sab- 
bath School Association which repre- 
sents 860 churches and 230,000 mem- 
bers. Then, in addition to being a 
high degree Mason he is an active 
member of the Keystone Club and the 
Rotary Club of Pittsburgh. 

As for recreation, he always spends 
several weeks in the summer boating 
and fishing in the clear streams of 
Maine, near Sedgewick his birthplace. 
Incidentally, he is as ardent a booster 
for his native state as are the most 
loyal citizens of California, Florida 
and Texas for theirs. 

Loyalty to home and business ties 
is in fact credited with being the 
basis of Mr. Cole’s success and he 
has found that bread cast upon the 
waters in the shape of a helping hand 
is likely to come back in a form 
better than angel food cake. For 
loyalty to employees and customers 
pays dividends in both money and 
satisfaction. 





Merchandising Committee’s Cen- 
tral Office Swings Into Action 
(Continued from page 17) 
so as to encourage others to back 
the movement, we asked each distrib- 
utor subscriber to write the manufac- 
turers with whom he does business 
about the plan and the manufacturer 
subscribers to do likewise with their 

distributors. 

No request was made to seek sub- 
scriptions or to explain the plan. All 
that we suggested was for each sub- 
scriber to tell the firms with whom 
he did business that he was backing 
the plan and ask (Turn to page 78) 
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*Victor Stock 
is carried at 
these points 


Chicago, Ill. 
Cincinnati, O. 
Cleveland, O. 
Dallas, Tex. 

Denver, Colo. 
Houston, Tex. 
Indianapolis, Ind. 
Kansas City, Mo. 
Los Angeles, Calif. 
Oklahoma City, Okla. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Ore. 

St. Louis, Mo. 

Salt Lake City, Utah 
San Francisco, Calif. 
Tulsa, Okla. 


How to Get Your Salesmen 
Into Your Customers’ Shops 


If your business is like that of most dis- 
tributors, it is not always easy for your 
salesmen to get into the shops of your 
customers—talk to the man on the job. 
Victor Distributors have found that 
Victor Equipment is the long sought for 
admission ticket to shopmen. 


Write us if this interests you. 


Look where you 
wish — “Welding” 
is Everywhere. 


You can’t be further 
than overnight from a 
stock of Victor Torches 


Check over the points* at which is carried a complete 
stock* of Victor Welding and Cutting Apparatus. You 
can’t be further than overnight from Victor Stock—and 
you are probably only a few hours away from immediate 
delivery. 


Thus, with a skeleton stock and a minimum investment of 
your own, you may draw from your nearest complete 
stock of Victor Equipment to give your customers prompt 
delivery. 


The splendid Mechanical Construction of Victor Appa- 
ratus—the fact that the line is complete to satisfy every 
requirement and every price demand—the Victor Sales 
Promotional Plan to create customer demand for you— 
should warrant your serious consideration. 


May we mail you more detailed information concerning 
the methods which this independent organization has 
developed to add to the profits of independent distributors ? 


VICIOR 


VICTOR WELDING 
EQUIPMENT CO. 


Division of Victor Equipment Company 


844 Folsom Street San Francisco, Calif. 
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“What’s Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending September 
15, 1931, with business 
during the corresponding 


period of 1930. 





NEW 






Item 






= sania 
Belting, Conveyor 





Compressors 








| Concrete Forms, Road, mat 


| Conveyors, Portable 





Cranes and Shovels 


| Electric Tools— 
|___Drills, Hammers, etc. 


Engines, Gas, etc. 


[ "Grinding Wheels, Wire 
bs s, Brushes (Prod.) 
| Hand Tools—Saws, Ham, 
j__mers, etc. 






| Hoists—Chain, Electric, y 
pe icine 

| Machine Tools and Equip- 
= aa : 
| Mechanical Rubber Goods 
|__—Belting, Hose, etc. _ 

| Nuts, Bolts, and Rivets 
= 






| Paint Spraying Equipment 





Pavers and Mixers 





Pipe, Valves and Fittings 






_ — -_ 
Pneumatic Tools 
eumeaeae + 


Pumps 


Ex- 





Safety E 








Shop Brooms, 


Tools, Pipe Threading 


Tractors and Graders 


T 





“V"-Belt Drives 
Wheelbarrows, Shovels, 


Wire Rope 


MIDDLE 
ENGLAND | ATLANTIC | CENTRAL 


Decrease Increase | Decrease Increase | Decrease Increase 








| KEY TO CHART 
= No Change 
|| = _Inerease 
ad | = 5% increase 
leq — Decrease 
< *Better comparison than last month 























EAST WEST 


CENTRAL |SOUTHERN | WESTERN 


Decrease Increase |Decrease Increase | Decrease Increase 
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CO-ORDINATION 


of Manufacturer's products 











with Dealer’s markets 


to satisfy Customer's needs. 





The Condor Line of Mechanical Rubber Products 
and Asbestos Friction Material is sold through 
leading dealers—aided by Manhattan Field 
Specialists—who maintain full co-ordination between 


manufacturer, dealer and customer for their mutual 





profit and satisfaction. 


More than one hundred Condor jobbers 
can testify to the value of Manhattan 


Co-ordination. If you are not already — 


detailed information. 


a Condor distributor, write for a | 
it if 
\ \\ tl \ 


mA 


The Condor Line Serves All Industrial 


Markets—has for 38 years! 





The Manhattan Rubber Mfg. Division 
of RAYBESTOS-MANHATITAN, Inc. 


Executive Offices and Factories 
Passaic, New Jersey 
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New and Improved Industrial Products 








HE stepped clamping lugs of 

these V blocks and clamps 
made by Brown & Sharpe Mfg. 
Co., are an important feature. The 
clamps do not project; the blocks 
can be used on their sides. Stepped 
construction allows changing 
clamps paca from small work 
to work 2 inches in diameter. 
Blocks are ground in pairs, and 
can be used in any position. 





HE Bond Foundry and Ma- 

chine Company has designed a 
3-wheel dolly to move quickly 
heavy pieces of machinery, or any 
special equipment that ordinarily 
requires man power. The dollies 
are equipped with swivel truck 
casters. 

















HIS new 500-pound capacity 


electric hoist, made by Rob- 
bins and Myers Sales, Incorpo- 
rated, is said to be one of the 
lightest and most compact on the 
market. It can be used with any 
monorail trolley, or with the 
standard I-beam trolley on many 
sizes of I-beams. 





HE new mounted grinding 

wheels, being made by the 
Chicago Wheeland Manufacturing 
Company, are securely mounted, 
can be used in both precision and 
off-hand grinding; and are made 
in many sizes, even down to 3/64- 
inch diameter. Special wheels 
are made up in any grade, any 
grain, in either of two bonds and 
any abrasive material. 





N° air supply is necessary for 
this electric high pressure 
grease gun made by the U. S. Air 
Compressor Company, Cleveland. 
A 25-pound grease tank is mounted 
on a 3-wheeled truck making for 
easy portability. The unit is com- 
pletely self-contained. 














FE; nee: 


W 











HE Linde Air Products Com- 

pany, New York, has added a 
new welding torch to its line of 
medium pressure apparatus for 
oxy-acetylene welding and cutting. 
This tool has a very wide welding 
range extending from the lightest 
sheet metal up to work as heavy 
as %-inch plate. 











HE General Radial Drill Com- 
pany has announced two new 


model lathes. Model “B,” illus- 
trated, is a metal working tool 
designed primarily for manual 
training service. It has 11%-inch 
swing, made in 4-foot, 5-foot, and 
5%-foot lengths of bed, bench or 
floor type. The motor being built 
in drives a back cone and this 
cone in turn drives the spindle 
cone through a Gibbs disc mount- 
ed as an idler between these 
cones. 





N improved small portable 

spray-painting outfit, easily 
operated and carried by one person, 
has recently been announced by the 
DeVilbiss Company, Toledo, Ohio. 
This outfit is recommended for use 
by master painters, decorators, con- 
tractors and builders as_ supple- 
mental equipment for touch up 
work on small sized painting jobs. 











me eR. EK. 


LeBlond Machine 

Tool Company, Cincinnati, is 
introducing a new lathe with an 
8-speed selective geared headstock 
in which all the gears are of the 
best alloy steel, heat treated and 
hardened. A quick change geared 
feed with both feed rod and lead 
screw insures continued accuracy 
of the lead screw. 
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“Chey will sif up and take notice 




















we, 











---+- at the mention of 
more profitable production 


MANUFACTURERS today are all lookin? 


for opportunities to lower production 
costs, and thereby increase their net profits. 





Morse Tools, with their extra lon life between 
sharpenings, their extra fast cutting ability, 
are an answer to your customers’ present day 
needs. Sell Morse Tools ona basis of economy; 
you will find a surprisingly receptive audience. 


MOR SE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS..U.S.A. 
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New and Improved Industrial Products 





ort: 
DIAMETER 





GIANT silver 

steel circular 
saw was recently 
produced in the 
factories of E. C. 
Atkins and Com- 
pany, Indianapolis, 
Indiana. It was 
designed especially 
for heavy industrial 
sawing operations. 
This cutter has a 
diameter of 108 
inches and a thick- 
ness of % inch. It 
is made of hard- 
ened and tempered 
plate silver steel. 
The 144 new style 
Morris type teeth 
are held in the 
blade by a milled 
groove and rivet, 
with the _ sockets 
accurately milled to 
insure even fitting 
and cutting. 





HE new “Weldolets” 

being made by the 
Bonney Forge and Tool 
Works, Allentown, Penn- 
sylvania, are welding out- 
lets for welded pipe instal- 
lations. Two simple welds 
are required to install a 
“Weldolet,” one at the line 
of contact with the main 
pipe, the second where 
the branch and the outlet 
of the “Weldolet” join. 
They may be used wher- 
ever it is necessary to 
make tees, side-outlet tees, 
crosses, double-crosses, and 
so on by welding. 











URTIS Pneumatic Machinery 

Company air hoists, sizes up to 
and including 8 inches, are now 
made of welded construction. 









































HE Jackman 

Tool Company, 
Incorporated, Pitts- 
burgh, has brought 
out a complete line 
of screw extractors 
embodying patent- 
ed features which 
it is said make it 
possible to take out 
the end of a broken 
stud or bolt, no 
any cylinder block trial 
without removing 
or loosening any 
other bolts. This 
“Jay Tee” line in- 
cludes drills, drill 
guides and extrac- 
tors for bolts from 
% inch to 3 inches 
in diameter. 


kegon, M 
unit well 


materials. 


the front 











ae 


matter how deep in A* improved “Jak-Tung” truck for indus- 


and warehouse use has been an- 


nounced by Howe Chain Company, Mus- 


ichigan. It is a simply designed 


adapted for use as a hand truck or 
trailer, and for the temporary storage of 


The body of hardwood or steel, 


suitably shaped for the product to be han- 
dled, is permanently attached to two rear 
wheels with a malleable iron leg supporting 
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have the STUFF 
in them 


Wrenches, to the inexperienced, are just wrenches. But 
to the man who uses them in his day’s work there are 
wrenches—and wrenches. 


For fifty years Williams’ wrenches have been recognized 
for their superior design, their consistent accuracy and 
their long-time dependability. They have the stuff 


in them. 


Forged from specially selected steels, there are no short- 
cuts in manufacture to hazard their quality. Every one 
bears the Williams’ guarantee, which is your assurance 
of customer satisfaction. 


J. H. WILLIAMS & CO. 
“The Wrench People” 
75 Spring St. New York 





BU PeERIOR OR 


SROP-FORGED 


These Wrenches 


“SUPERRENCHES"” with thin heads 
and slim-pointed jaws; forged 
tough Chrome-alloy steel and guar- 
anteed against breakage. 12 patterns. 


from 





CARBON STEEL WRENCHES: 
Strong, dependable quality tools at 
lower price. All are guaranteed. 40 


patterns. 


1000 sizes. 


BUY FROM YOUR DISTIBUTOR 


_ WRENCHES 


WAREHOUSE SALES OFFICE CHIC 





WORKS 


BUFFALO, N 
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New and Improved Industrial Products 














zA* a companion to 
its original “Tom 
Thumb” pipe and bolt 
machine, the Oster Man- 
ufacturing Company and 
Williams Tool Corpora- 
tion, Cleveland, have just 
announced the new ro- 
tary die head “Tom 
Thumb.” The regular 
pipe capacity of the new 
machine includes all sizes 
from % to 1% inches 
with an extra capacity 
down to and including 4% 
inch. The machine is 24 
inches high, 18 inches 
wide and 29 inches long. 
The machine is equipped 
with a stock-stop and an 
automatic trip which 
opens the die head when 
the thread has reached 
any desired length. 



























A NEW type of 
feeler stock de- 
signed for added con- 
venience is now being 
manufactured by the 
L. S. Starrett Com- 
pany, Athol, Massa- 
chusetts. The new 
stock, known as Num- 
ber 667 is prepared 
and packaged in 12- 
inch lengths, each 
piece being marked 
with its thickness and 


having both ends carefully rounded so that no sharp or ragged 
edges can occur. To prevent the stains and rust spots which 
might result from handling, each piece of this stock is con- 
tained in an individual envelope, each envelope being marked 





on the outside to show the thickness of the piece enclosed. 





YPE FC is one of the most recent addi- 

tions to the Enduro stainless steel pro- 
duced by the Republic Steel Corporation, 
Massillon, Ohio. It is said to combine free- 
cutting qualities and corrosion and _ heat- 
resisting properties. 




















6s] LEXICORD” endless belt is being 

made by The Cincinnati Rubber Manu- 
facturing Company, Cincinnati. The manu- 
facturer claims that every inch of the belt is 
exactly alike, and that there is no splice to 
open up, no weak point to pound to pieces 
on the pulleys. It is built entirely of cord 
plies, each embedded in high grade rubber 
of exceptional adhesion. 




















UNIVERSAL die sawing and filing machine has just been 
placed on the market by the Wittek Manufacturing Com- 
pany, Chicago. This machine has a stroke adjustable from 
1% inches to 5% inches with three possible speed variations, 
| which are approximately 75, 150 and 300 strokes per minute. 








HE “Beaver” model A pipe machine 

made by The Borden Company, War- 
ren, Ohio, will cut, thread and ream ™% to 
2 inch pipe—steel, wrought-iron, brass or 
cast-iron. Dies are adjustable for over, under 
or standard. It is not necessary to back off 
over finished threads. Oil pump is mounted 
on outside for convenience in repacking, 
cleaning, and so on. 
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Production depends upon 
this department 





In some plants, it is called the machine shop—in others, 
the repair shop—but whatever the name, the function of 
this department is to keep the machinery running—to 
prevent costly delays. 


Precision tools play a leading part in the daily work of 
these important shops. That’s why we can say that for 


the industrial distributor the market for precision tools 
is universal. 


With such a market available the success of your efforts 
depends greatly upon the tools you offer. The universal 
acceptance of Brown & Sharpe Tools, based on over 80 
years of satisfactory performance, explains why the 
majority of industrial distributors prefer to concentrate 
on this line. 





Good judgment in today’s selling demands concentration 
of effort on universally accepted, profitable lines. Brown 
& Sharpe Tools is one of these lines. Brown & Sharpe 
Mfg. Co., Providence, R. I. 


Brown & Sharpe Tools 


*WORLD’S STANDARD OF ACCURACY” 
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‘gimlet points --- 
good starting points 
HE SHARP gimlet 


points of American 
Screws make good start- 
ing points for any job 
on which these screws 
are used. 


And after American 
Screws are started, their 
true running threads 
take hold while their 
slots stand the strain of 
the pressure the cus- 
tomer’s screw driver 
puts on them. 


Nearly a hundred years’ 
experience is perhaps 
the chief reason for 
the truth of our slogan: 


You can do any job bet- 

ter with American Screws 

Your Jobber can supply you 
908 ng 


roy. “ 

3 4 g 

of 
woop et stove MACHINE 
SCREWS GOLIS BOLTS SCREWS 


AMERICAN SCREW CO 


PROVIDENCE.R.1..U.S.A. 


WESTERN DEPOT,.225 WEST DANDOLOM SL.CMICAGO. AL. 


Put lt Together With Screws 


















(Continued from page 68) 

for an expression of opinion from 
them as to what they thought of it. 

The response to this request was 
good, but here again manufacturers 
out-performed distributors. It seems 
to us that, if distributors really want 
the manufacturers’ support in this 
program, which has been developed 
with the idea of aiding the distribu- 
tor, it will be well for them to prove 
it by leading the way. 


T should be encouraging to the 

distributor to know that manu- 
facturers are actively interested in 
promoting his welfare. Likewise, it 
should be encouraging to the manu- 
facturer to know that 147 dis- 
tributors are willing to invest real 
money to gain knowledge which will 
help them become better sales outlets. 
These facts become all the more im- 
portant when it is remembered that 
as yet not a single organized meeting 
has been held to explain the move- 
ment outside of the conventions and 
when they were held the movement 
was just in a formative stage. 

The Joint Merchandising Commit- 
tee, through its central office, is work- 
ing just as fast as possible. A survey 
of industrial distribution has been 
completed, covering 39 states. One 
hundred and forty-four charts, based 
on facts secured from manufacturers 
and users of nearly every known in- 
dustry as well as from industrial 
distributors, are available. Consider- 
able time and money has been spent 
in procuring these data, yet they are 
of no value unless put to use. Put- 
ting these data to profitable use, of 
course, calls for greater support from 
the field at large. 

If you want to aid in making 
known the facts proving that the 
most efficient and economical way to 
get industrial supplies and equipment 
from the manufacturer to the user is 
through the distributor; if you want 
to help establish, by continued re- 
search, present errors in the buying 
and selling policies of manufactur- 
ers, distributors and users, to the end 
that necessary corrections can be 
made; if you want to foster closer 
cooperation between manufacturers 
and distributors, thus paving the way 
for a more economical and efficient 
flow of supplies from producer to 
user, it will pay you to get behind the 
nation-wide campaign being launched 
by the Joint Merchandising Com- 
mittee. 














From 
Observation 


You realize the difficulty a 
good mechanic experiences 
when he works with an un- 
wieldy and poorly constructed 
tool—how his work is pro- 
longed—his best efforts are 
unsatisfactory. 


CLARK Electric tools satisfy 
the most expert mechanic. 
They are made for the job 
and do it right. Their quality 
is guaranteed—their reliability 
unquestioned. They are eco- 
nomical, for they stand up 
under the hard strain of con- 





stant service. 





"CLARK" 
Electric Disc Sander 


Weight 
Approximately 5 Ibs. 


Another fast selling, 
rofitable item in 


the Clark Line 


The distributor who puts intel- 
ligent sales effort behind the 
CLARK Line is rewarded by 
good profits and steady re- 
peat orders. 










Firat in the field” 










Electric 
‘ools 





e 
JAS. CLARK, JR. 
ELECTRIC CO. 


605 Bergman St. 
LOUISVILLE, KENTUCKY 
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Cross-section of a 
jacket-less belt. 


Jacket-less V-Belt 
on the sheave. The 
arrows show how 
various rubber and 
cord layers tend to 
move at different 
speeds. This places 
a strain on the 
belt and causes 
ply separation. 


Cross-section of a 
Gilmer jacketed 
V-Belt. 


Gilmer jacketed V- 


GILMER V-BELTS HAVE 


JACKETS > ** BUT NOT 
JUST FOR LOOKS «>: 


There are definite reasons for making the 


Beltonthesheave. jacket an integral part of the Gilmer V-Belt. 


Note the smooth, 
uniform pull which 
prevents the sepa- 
ration and break- 
up of the internal 
parts of the belt. 


Every practical belt man knows there is more 
durability with less danger of ply separation 
and belt rupture in Gilmer jacketed V-Belts 
than in belts which have no jacket. Now the 
Engineer explains how much of this superiority 
is due to the Gilmer jacket. 


Says he, “A belt without a jacket has a ‘raw’ or 
unprotected gripping edge. The various layers 
of cord and rubber must come in direct contact 
with the sheave. Now, a layer of the rubber 
can grip the cast iron side of the groove 
much more tightly than will the cotton in 
one of the cord layers. Hence there is a 
tendency for the various layers to travel at 
different speeds and a well-defined danger of 
ply separation — which is fatal to the life of 
the belt. This tendency of the rubber plies 
to pull ahead (and away) from the cotton 


plies is especially noticeable when the belt 
is heavily loaded. 


“The Gilmer belt, with its internal plies 
securely and permanently moulded into the 
jacket, eliminates this danger. The jacket 
not only presents a tough wearing surface 
but it assures a uniform gripping action at 
every point where the belt comesin contact with 
the sheave. There is a smooth, uniform pull 
and no tendency whatever for ply separation.” 


Facts and figures on what Gilmer jacketed 
V-Belts have actually done in practical plant 
operation are available to all Gilmer Supply 


Houses. L.H. GILMER CO., Tacony, Phila., Pa. 


Makers 
of the World’s 
Best-Known V-Belts 
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Manufacturers Neos 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are espectally desirable 


A. D. Quinn of Gilmer Dies 
Suddenly 


HE sudden death on Septem- 
ber 17 of A. D. Quinn, sales 
manager of the industrial di- 
vision of the L. H. Gilmer Company, 
Philadelphia, will be a_ profound 
shock to his many friends. Mr. 
Quinn was in Chicago on a business 
trip when he was suddenly stricken 
by heart disease. His passing is an 
irreparable loss to his associates and 
his industry. 

Mr. Quinn was born in Camden, 
New Jersey, January 13, 1887. In 
October, 1919, he became associated 
with the Gilmer Company and in 
1922 was placed in charge of the 
sales of the industrial division. Un- 
der his splendid leadership this divi- 
sion showed phenomenal growth. To 
him belongs a large share of the 
credit for placing the Gilmer V-belt 
along with other industrial products 
in the prominent position which they 
now occupy in the industrial world. 

All those who were fortunate 
enough to have known A. D. Quinn 
intimately were impressed with the 
great kindliness he showed toward 
everyone. His willingness to help 
others, his genial and magnetic per- 
sonality, and his devotion to duty 
had endeared him to the hearts of 
literally thousands of men_ with 
whom he came in contact. 

He is survived by his widow, 
son Bob, 
Maybelle, 


his 
aged 18, and a daughter, 
aged 20. 

x * * 


Belnap Chairman Worthington 
Executive Committee 
The Board of Directors of Worth- 
ington Pump and Machinery Corpo- 
ration has announced the election of 


A. D. Quinn 





LaMonte J. Belnap as chairman of 
the executive committee of that com- 
pany. Mr. Belnap is succeeded as 
president by Harry C. Beaver, for- 
merly vice-president. 

As chairman of the executive com- 
mittee, Mr. Belnap maintains his ac- 
tive part in directing the manufactur- 
ing, sales and financial activities of 
Worthington. He also is president 
of the Consolidated Paper Corpora- 
tion, Limited. 

. * * 


New American Pulley Leaflet 

The American Pulley Company, 
Philadelphia, has just issued a new 
circular on the company’s barrel 
cradle and drain stand. 


American Institute of Bolt, Nut 

and Rivet Makers Formed 

The American Institute of Bolt, 
Nut and Rivet Manufacturers, a 
trade association of bolt, nut and 
rivet manufacturers, has been organ- 
ized. George S. Case, president, 
Lamson and _ Sessions Company, 
Cleveland, Ohio, is president; and 
Evans Ward, of Russell, Burdsall 
and Ward Bolt and Nut Company, 
Port Chester, New York, is vice- 
president. 

* * * 


Change in Officers of American 
Association 

H. F. Seymour of The Columbian 
Vise and Manufacturing Company, 
Cleveland, has been unanimously 
nominated and elected first vice-pres- 
ident of the American Supply and 
Machinery Manufacturers’ Associa- 
tion, succeeding R. M. Gattshall, who 
resigned to assume the managership 
of the Joint Merchandising move- 
ment. 

Mr. Seymour’s election to this of- 
fice created a vacancy on the Execu- 
tive Committee for a two-year term. 
To fill this vacancy the Committee 
unanimously nominated and elected 
W.C. Allen of The Black and Decker 
Manufacturing Company, Towson, 
Maryland, to fill out the two-year 
term. 

Mr. Brisbin has been appointed 
chairman of the advertising commit- 
tee of the Joint Merchandising Com- 
mittee of the Mill Supply Business 
to succeed Mr. Gattshall. Mr. Bris- 
bin thus automatically becomes a 
member of the executive committee. 
H. F. Seymour has been appointed 
to fill the vacancy created by Mr. 
Brisbin’s transfer to the advertising 
committee, 
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As dependable as Sunrise! 


To reverent primitive peoples nothing was more profoundly filled 
with meaning than sunrise. It was more than the rebirth of day— 
it was the rebirth of hope—a corroboration of man’s belief in the 
dependability of his universe, by which the validity of life itself was 


Products understood. 


This significance of sunrise is less conscious today, but the inner con- 
ner : “neat” vn : 
Discharge) —Tubing Sheet Pack- viction remains and lives in the words, As surely as sunrise tomor 
no Wales & View ~ DS row” . . . And to that certainty we compare Whitehead policy 
aphragms — Dredging Sleeves — of “for resale only.” 


Saar eee In a shifting and sometimes treacherous business world, Whitehead 


Belting (Conveyor & Transmission) licy is as d dabl ioe, “fe” 
iene techie Sieaedine policy is as dependable as sunrise. You may base the “life” of your 


Mill Hose—Oil Hose—(Suction & 


Sininans Maisie Cinta onAinanine business—your merchandising plan—upon this “resale only” policy; 
SEcan~ilien Hines ¢Ulnderevinne— and so vital to Distributors is this policy that there is profound sig- 
Sand Blast Hose. nificance in saying that it is as dependable as Sunrise! 

g ep 


m4) (ir 














The Whitehead Bros.Rubber Go. 


<@e>“MECHANICAL RUBBER GOODS, SINCE 1875 << 
Trenton,New Jersey 
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Dayton Rubber Completes New 
Building 

The Dayton Rubber Manufactur- 
ing Company, Dayton, Ohio, has just 
erected another building to furnish 
additional warehousing and shipping 
facilities. This is the ninth unit to be 
built by the Dayton company since it 
moved to its present location in 1921 
and represents an investment of ap- 
proximately $30,000.00. The build- 
ing is 160 feet by 180 feet and is of 
brick, concrete and steel construction. 
It was put up in the record time of 
24 working days. 


.* ££ * 


Moore General Manager of 
Billings and Spencer 
W. Roy Moore, formerly general 
sales manager of Billings and Spen- 
cer Company, Hartford, Connecticut, 
has been made general manager. Mr. 
Moore has been with the company 
17 years, and was at one time pur- 
chasing agent. 
* * * 
Kritzer Company Issues New 
Catalog 
The new bulletin on the floating 
motor drive base just issued by The 
Kritzer Company, Chicago, contains 
complete information on the applica- 
tion of the torque principle of regu- 
lating belt tension. 
* * * 


Schmitz Represents W oodrow- 
National Corporation 
Charles H. Schmitz, for the past 
five years Middle West sales repre- 
sentative for the Chicago Nipple 
Manufacturing Company, is now act- 
ing in the same capacity for the 
Woodrow- National Corporation, 816 
North Spaulding Avenue, Chicago, 
manufacturer of pipe nipples. 
ee 6 


Phelps Connected with Pacific 
States Rubber 

The Pacific States Rubber Com- 
pany, Portland, Oregon, in line with 
a program of economy in operating 
expense, has turned its belt manufac- 
turing departament over to W. E. 
Phelps, formerly manager of the 
belting department of the Industrial 
3elting and Supply Company which 
has recently gone out of business. 

Mr. Phelps steps in and becomes 
virtually the belt manufacturer or 
supplier for Pacific States, while the 
latter handles all sales through its 
selling organization. 


Statistics on Hoist Sales 

The members of the Electric Hoist 
Manufacturers’ Association report 
that the number of hoists ordered 
during the month of August, 1931, 
increased 7.567% as compared with 
the previous month, and the value of 
such orders increased 3.459% as 
compared with July, 1931. 

Shipments were 47.324% smaller 
in August than they were in July, 
1931, 


* * * 


Robbins and Myers Appoints 
R. B. Kite 


The Hoist and Crane Division of 
Robbins and Myers, Incorporated, 
Springfield, Ohio, announces the ap- 
pointment of R. B. Kite, well known 
figure in the material handling equip- 
ment industry, as manager of its 
Philadelphia territory with offices at 
401 N. Broad Street, Philadelphia. 


* * * 


New Items Shown in U. S. 
Electrical Tool Book 


The new catalog of the United 
States Electrical Tool Company 
products includes many new tools and 
machines. Some of these are: new 
numbers in the line of portable elec- 
tric drills, buffers and grinders; a 
complete range of flexible shaft ma- 
chines, tools and attachments; and a 
full line of portable electric saws. 


Arthur E. Foster of Charles 
Parker Company Is Dead 

Arthur E. Foster, Pacific Division 
manager of the Charles Parker Com- 
pany, died in San Francisco on July 
27. Mr. Foster, who had been with 
the company 20 years, was greatly 
respected in his company and the in- 
dustry for his fine qualities as a per- 
son as well as his business abilities. 


* * x 
Otto Bernz Establishes Chicago 
, Office 


Otto Bernz Company, Incorporated, 
Newark, New Jersey, has established 
a Chicago office at 174 North Wacker 
Drive, Chicago. Stock will be car- 
ried for distribution throughout the 
central west. 


*x* %* * 


Fleming Succeeds Stone in Steel 
and Wire Company 

E. E. Stone, general purchasing 
agent of the American Steel and 
Wire Company, has retired, having 
reached the retirement age under the 
pension rules of the United States 
Steel Corporation. He has spent 41 
years as an employee of the com- 
pany. 

J. N. Fleming, who has been con- 
nected with the company since its 
organization, succeeds Mr. Stone as 
purchasing agent. For some years 
he has been purchasing agent for the 
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New building just erected by the Dayton Rubber Manufacturing Company to provide 
ing and shipping facilities. 
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| NEW SAFETY FEATURE 
ENDS OVERLOAD HAZARDS 


PATENTED SAFETY GOVERNOR’ 
ON AL-LITE ALUMINUM HOIST 
GUARDS MEN AND MATERIALS 





Other Important Features 
Simplify Sales Job 





Inadvertent overloading is one of the biggest causes 
of hoist failure. And try as he will, no maintenance 
man has yet succeeded in getting laborers to respect 
the capacity rating on the side of the hoist. 


That’s why Chisholm-Moore engineers designed the 
Safety Governor: a positive, automatic precaution 
against overload in excess of 50%. Watch how it 
works! Just try to hoist an unsafe overload with 
Al-Lite and you’re warned instantly . . . before 
damage is done. 


But the Safety Governor is just one of many extra 
selling advantages that make Al-Lite the most 
attractive buy on the market AT NO EXTRA 
COST. ’ 

Carefully check thru Al-Lite’s features. Write for 
complete details, 


World’s Lightest Weight, Heavy Duty Hoist 


No maintenance or plan man to date 





has failed to be impressed by Al-Lite’s 
remarkable lightness. Built of certi- 
fied Alcoa aluminum alloy, Al-Lite 
actually weighs 1/3 less! (Yet it is 





Jobber salesman points out overload lock protection on 
strip steel load weighing 3156 pounds. 





4 lighter 





amazingly strong, with a safety factor 
of 5 to 1.) We call it the “one man 
hoist”, for one man can easily carry 
it about, mount a ladder and attach 
it. No need for two or three men to 
leave their work to help. This means 
a big saving of time, and the elimina- 
tion of ladder and scaffolding hazards. 


Check Over These Features 


The lightness and safety features of 
Al-Lite head a long list of up-to-date 
superiorities. Just run over all that 





*Works automatically; indicates and 
prevents overloading in excess of 50% 
rated capacity of hoist; : entirely 


independen: load brake. 


ALTOA 


Left: Close-up of the patented Al-Lite Safety 


Governor that prevents 
overloading. 


he danger of excessive 





this brand new hoist has to offer. Con- 
sider each newly-designed detail. Then 
you will realize why Al-Lite is your 
sure-fire prescription for increased hoist 
business in the rising market. 


Here are some of the features that 
resulted from over 2 years of honest 
research—compare them with any 
other hoist: certified Alcoa aluminum 
alloy; Safety Governor; simple design; 
fewer parts; safety factor of 5 to 1; 
great strength; X-ray inspection of 
castings; dust-proof housing; plane- 
tary gears; “Inswell” chain; red load 
hook; adjustable brake; oil bath lubri- 
cation; etc., etc. 


Go to your customers armed with com- 
plete particulars on all that Al-Lite can 
do for them. Send for particulars to 
Chisholm-Moore Hoist Corp., Tona- 
wanda, N. Y. (Division of Columbus- 
McKinnon Chain Corp.) 


HISHO 


CHAIN HOISTS 
TROLLEYS 


~MOORE 


ELECTRIC HOISTS 
CRANES 
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YOU CAN'T 
BREAK 
THE 


HOUSING! 


| packed into this RIZQBID Pipe 
Wrench—hook jaw, housing, han- 
dle—a strength recently doubled with- 
out increase in weight or change in 
design. You can’t break or warp the 
housing; that flat guarantee has stood 
years of testing by several hundred 
thousand wrench users. 

But RIGAID gives much more than 
strength. Its weight is right. It’s well 
balanced. The jaws grip and let go 
cleanly—no locking, no slipping. Heel 
jaw is renewable. Adjusting nut turns 
freely in wide open housing. Accurate 
pipe scale on hook jaw. Hang-up hole 
in I-beam handle. Get your share of 
the business in this popular tool. 


The RIGID Pipe Cutter has 
steel reinforced body guaranteed 
against break or warp. Always cuts 
straight. Cutter blade of tool steel 
with solid hub gives 300% more 
easy clean burriess cuts. Blade 

fits any type cutter. 


The Ridge Tool Co., Elyria, Ohio 


RiFIb 


PIPE TOOLS 





Cleveland, Pittsburgh and Chicago 
districts with headquarters in Cleve- 
land. Previously he was an employee 
of the H. P. Nail Works, Cleveland. 

F. E. Chesney has been made as- 
sistant purchasing agent. He was 
formerly connected with the purchas- 
ing department in Chicago and for 
the past two years has been with that 
department in Cleveland. D. C. Mac- 
Donald has been named as district 
purchasing agent with office at 94 
Grove Street, Worcester, Massa- 
chusetts. 





A. L. Freedlander 


Freedlander of Dayton Rubber in 
Europe 


A. L. Freedlander, vice-president 
in charge of production for The 
Dayton Rubber Manufacturing Com- 
pany, Dayton, Ohio, left August 4 
on an extensive trip through Euro- 
pean countries, particularly England, 
France, Germany and Italy. 

Mr. Freedlander will visit all major 
motor car manufacturers of Europe 
as well as the various plants of the 
Roderwald Company, maker of V- 
belt drives of the open end type. 


Are You Getting Your Share of 
the Hoist Business? 
(Continued from page 21) 

Thorough coverage of territories, 
intelligent presentation of the capabil- 
ities of the hoist handled, suggestion 
of ideas for better handling methods, 
and the supplying of technical infor- 
mation when needed will help the 

industrial distributor in developing a 

tremendous potential market. 


THEY COMPEL 
THE INTEREST 


of Distributors’ 
Salesmen! 


THE NEW 
BADGER 


CAR MOVER 
and 


The “ADV ANCE” 
SAFETY CAR WRENCH i 


And when salesmen 

become so quickly in- 

terested in products 

and so quickly see 

their sales advan- 

tages, your success 

with those prod- 
ucts is assured. 

Write today for 
complete _ infor- 
mation on The 

New Badger 

Car Mover 

and its sister 

tool — The 

Advance 

Safety Car 

Wrench. It 

will pay you 

to sell them. 


Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co. 


Welland, Ontario, Canada 











THE LITTLE WIZARD 


A RADICALLY DIFFERENT 
EASY LIFTING 
Low-PRrICED HOolsT 


That lifts and lowers its load twice as easy as any other low 
priced hoist. 





That has an efficiency of 55%-—compared with 30% 
efficiency of the Weston Differential Block. 


That weighs no more than the Weston. 
That requires only ONE MAN to lift a capacity load. 
That costs only |/3 as much as other high speed hoists. 


The most important development in low-priced hoists i 


60 years. 
Today's outstanding value. 


Just what you need to pep up your hoist sales. 


. Write or Wire for full information . . 











DAVID ROUND SO} 


CLEVELAND-OHIO 
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SELL The Complete Line of 


MONARCH Transmission and 
Material Handling Equipment 


A connection that offers an unusual 
opportunity for larger sales, because we 
make a complete line, which includes: 


Bearings Belt Conveyors 
Hangers 


Pillow Blocks 


Serew Conveyors 
Bucket Elevators 


Shaft Couplings Feeders 
Pulleys Bin Gates 
V-Belt Drives 


and many other 
items 





for the industrial and 

construction industries. 

A man is judged by the 

company he keeps — a 

= supply dealer by the account he han- 
es. 


Why not investigate this unusual source of 
supply. Catalogs on request. 


Sprout, Waldron & Co., Inc. 


Muncy, Pa. 











A Complete Engineering and Manufactur- 
a P ~ ee to Help Increase Your 
ofits. 


























PRODUCT 


thoroughly modern 


The New Imperial 
Paint Spray Equipment 











A complete line — up-to-the-minute 
in every detail—the ultimate in paint 
spray equipment. 


Your customers will readily recognize 
the efficiency and economy of The New Im- 
perial—will be impressed by the simplicity 
of its working parts. 
Here is a real modern line, with a definite 
sales appeal and a good margin of profit for 
the distributor. Now is a good time to get 
started after business with The New Im- 
perial. Write immediately for details. 


THE IMPERIAL BRASS MFG. CO. 
Chicago, U. S. A. 


511 So. Racine Ave. 














Wallace McCausland 


Wallace McCausland Passes 
Wallace McCausland, general 
manager of sales for the Reading- 
Pratt and Cady Company, Bridge- 
port, Connecticut, died September 4, 
after an illness of eight weeks fol- 
lowing an operation for gallstones. 
Mr. McCausland was born August 
2, 1879, in Kingston, New York, 
where he received his education and 
early training. He started his busi- 
ness career with the Delaware Elec- 
tric and Supply Company at Wil- 
mington, Delaware, and remained 
with this organization until he took 
up his work with the Fairbanks Com- 
pany, first as a salesman and later 
as manager of the piping, valves and 
fittings division in the Pittsburgh 
district, at which time the Fairbanks 
Company was the sole distributor of 
the Pratt and Cady products. 
Later, when the Pratt and Cady 
Company severed its connections 
with the Fairbanks organization, Mr. 
McCausland was appointed district 
sales manager of the Pratt and Cady 
Company in the Pittsburgh district, 
where he had been acquainted for a 
number of years. He held this posi- 
tion until 1928 when he was made 
general manager of sales for Read- 
ing-Pratt and Cady, which was the 
position he held at the time of his 


death. 
* * * 


James P. Marsh Announces 
Appointments 

The following appointments are 

announced by A. D. Rose, general 

sales manager of James P. Marsh 
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and Company, Chicago: William J. 
Carney, of White Plains, New York, 
representative in the Westchester, 
New York, district; George V. Hep- 
burn, Grand Rapids, Michigan, as 
representative in Grand Rapids terri- 
tory; and F. G. Hartley Company 
with offices in Seattle and Tacoma, 
as representatives in the state of 
Washington. 








Roy E. - Boffenmyer 


Boffenmyer No Longer with 
Lamson and Sessions 

Roy E. Boffenmyer, who has been 
with The Lamson and Sessions Com- 
pany for many years, has severed his 
connection with that company and 
will soon announce his plans for the 
future. 

For the present his headquarters 
are at the Trout Ware Studios Com- 
pany, Cleveland, of which company 
he is the president. 

++ = 


Charles Parker Company Edits 
Vise Book 


A hand book on vises has just 
been edited by The Charles Parker 
Company, Meriden, Connecticut, par- 
ticularly for use in vocational schools. 
The discussion of the care, use and 
selection of vises supplemented with 
illustrations is of value to any user 
of these products. 


x x x 


Worthington Announces Several 
Appointments to Its Staff 
During the past few weeks, several 
important additions have been made 
to the staff of the Worthington Pump 





































New Shafer 
Normal Duty 
Pillow Block 


Shafer Roller Bearing Units 
Increase Your Sales Opportunities 


Roller bearing performance at 
the price of Shafer Normal Duty 
units is something that distribu- 
tors everywhere find easy to sell. 
Thousands of industrial buyers 
want the extra reliability, the 
longer life, the generous capac- 
ity, and self-aligning performance of Shafer Roller Bearing 
Units. 


They get these features in the new Shafer Normal Duty Line 
without a price premium. All Shafer Normal Duty Units have 
double row Shafer Self-Aligning Roller bearings. 


The complete Normal Duty Line includes Pillow Blocks, 
Flange Units, and Take-up Boxes. The established Shafer line of 
Standard Duty units for heavier service is furnished in Pillow 
Blocks, Hanger Boxes, Take-up Units, Flange Units, Duplex 
Units and Cartridge Units. 


Both lines have the standard, high quality Shafer self-align- 
ing roller bearings. Self-alignment is built into the bearing, 
permitting the use of simple, compact housing. 


Two complete lines make it easy to meet every requirement. 
The Normal Duty Line supplements the established Shafer line 
of standard duty units. 

Write for bulletins describing Shafer Roller Bearings and the 
new line of Normal Duty Units. They are not limited to light 
loads and slow speeds. Get the facts on sales possibilities— 
attractive Shafer lists and liberal discounts. 


SHAFER 





Shafer Normal 
Shafer Normal Duty Take- up Unit 


Duty Flange Unit 


SELF. ALIGNING 


ROLLER BEARING UNITS 


Shafer Bearing Corporation, 6501-99 W. Grand Ave., Chicago, Ill 
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MABB’S 


CHICAGO RAWHIDE 
HYDRAULIC PACKING 


Will Increase Your 
‘‘Repeat’’ Orders 


When the customer buys Mabb’s Chicago 
Rawhide Hydraulic Packing, he is paying for 
an _all-lubricant material—nothing to be dug 
out and thrown away. It is tough and durable 
and can be replenished by simply adding a 
fresh layer on top as required. Made of genu- 
ine Mechan‘cal Rawhide leather, retaining the 
natural oil and containing no foreign substance 





Self-Lubricating 
Anti-Frictional 


to cut rods, cylinders or plungers, Mabb’s 


Packing is the most economical and 
generally satisfactory hydraulic packing. 





Made of “CHICAGO RAWHIDE” Fulled Leather 


A Complete Line of 
Mechanical Leather 


Products for Distributors 


Leather Packings and Gaskets, Leather Belt- 
ing, Belt Lacing, Twisted Rawhide Pins, 
Rawhide Mallets, Hammers and Mauls, Raw- 


hide Gears and Pinions, Friction Leathers, 
Leather Cups, Hand Leathers, 
The Leather Aprons, etc. 


CHICAGO RAWHIDE 


MANUFACTURING CO. 
1301 ELSTON AVE. CHICAGO, ILL. 




















DESMOND 


Grinding Wheel Dressers 
and Cutters 





Desmond-Rearwin Dresser 


A dresser with patented spiral 
cutters that hold their cutting 
edge until completely worn out. 
The cutters are self-sharpening 
and leave the wheel with a 
straight, free cutting face. 


Write for our new catalog and 
jobber’s discount sheet. 


The 
DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 


Headquarters for Dressers and Cutters 
for 25 years 








DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 


















The new “Marvel” -—~ 
No. 2 Air Cooled 
bong = Blower omee fer 
$45 list. Designed es 
cially for all classes — 
industrial use and in big 
demand by a. custom. 
ers for blowing dust and 
dirt out of machinery, 


Liberal profits and fast 
turn over. 

Medel No. 3 Sells for 
$60.00. 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Besten 9, Mass., 
U.S.A. 


























and Machinery Corporation, New 
York. At the same time, certain or- 
ganization changes also were an- 
nounced. 


Otto Nonnenbruch, for the past 
four years chief engineer of the 
Diesel department of I. P. Morris 
and De La Vergne, Incorporated, 
Philadelphia, and prior to that with 
Worthington in various capacities for 
nine years, rejoined the company 
July 1. Mr. Nonnenbruch will make 
his headquarters at Buffalo, as spe- 
cial sales representative. 


J. B. Allen, formerly president of 
the Allen Engineering Company, 
Bridgeport, Connecticut, and previ- 
ously with the Sperry Gyroscope 
Company, Brooklyn, New York, has 
been appointed special marine repre- 
sentative with headquarters at Harri- 
son, New Jersey. 

H. G. Wood, formerly assistant 
manager of the New England divi- 
sion of the Westinghouse Engineer- 
ing and Manufacturing Company, has 
joined the Worthington organization 
in the capacity of electrical sales en- 
gineer. 

E. M. Paullin, Jr., has been ap- 
pointed electrical sales engineer at 
the Cincinnati, Ohio, works of the 
Worthington Corporation. Mr. Paul- 
lin was associated with the New York 
office of the General Electric Com- 
pany as synchronous motor specialist. 

John T. Clancy, assistant manager, 
Buffalo Works sales division, has 
transferred his headquarters from 
Buffalo to Harrison, New Jersey. 

E. W. Hammond, formerly located 
at Buffalo, has been transferred to 
Los Angeles as (Turn to page 93) 





In the center is W. H. Simpson of the 
C. T. Patterson Company, Incorporated, 
New Orleans. On his left is B. W. Cohen, 
representing the J. T. Wing Metal Com- 
pany, Detroit. The third gentleman is a 


customer, W. W. Cox of the Galena Oil 
Corporation. This is what we call getting 
the manufacturer, distributor and user to- 
gether. The picture was taken outside the 
Patterson establishment. 
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Does Renting Encourage the 
“Fly-by-Nightr” 


HE construction equip- 
‘aes distributor, who is 
to be prepared for what 
the future is pretty sure to 
hold, must buckle down to the 
job for protecting the essen- 
tials of his business; secure a 
sufficient number of turn- 
overs, watch credits closely 
and sell only at a profit, in the 
opinion of Edward L. Kropp, 
president, Western Road Ma- 
chinery Company, Portland, 
Oregon, and president of the 
Contractors’ Equipment Deal- 
ers’ Association of that city. 
For his own part, Mr. 
Kropp says that he and his 
men are working harder at the 
business of selling than ever 
before, not only in attempting 
to close orders, but in selling 
ideas that will help legitimate 
contractors increase their bus- 
iness and profits. 
His company does not rent 
machines but sells new equip- 
ment only. The argument 


AU 


Dem 
if 


A department for distributors 


and salesmen 


Edward L. Kropp is president of the 
Western Road Machinery Company, 
Portland, Oregon, and president of 
the Contractors’ Equipment Dealers’ 
Association of that city. This Asso- 
ciation, which counts among its mem- 
bers 9 of a possible 12 distributors, 
does not meet regularly, but special 
meetings are called frequently. It 
watches legislation and does what it 
can to stabilize local business con- 
ditions. 


Ha IBICOVNY 


aan | 


=< 


against renting which he finds 
most effective in talking to the 
contractor and which he 
thinks others with a sales pol- 
icy similar to his might use 
with good results is this: 

“Tf I rent machinery and 
equipment to you, Mr. Con- 
tractor, I must establish a 
renting policy. This means I 
must rent to other contractors 
or near contractors who come 
along. When I do that, I im- 
mediately help to establish 
competitors for you who can 
do business on a very small 
capital outlay. 

“What is that going to do 
to prices in your territory?” 

Mr. Kropp then goes on to 
explain that his company has # 
a service to sell as well as 
equipment and that service is 
confined to contractors who 
are regularly established in 
business, not those who may 
be here today and gone to- 
morrow. 
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New Construction Equipment Products 














A GLASS HARD surface to resist 
wear is the result of a special proc- 
ess used by the Chain Belt Company, 
Milwaukee, in making these sprockets. 
By this process the chill extends below 
the surface of the tooth and rim making 
it tougher and more wear resistant, it 
is claimed. A special mixture of close 
grained, refined grey iron or chill iron 
is used in the construction of the 
sprockets. 











MACLEOD CO, cimo 


HE new cement and sand sprayer 

being made by the MacLeod Com- 
pany, Cincinnati, is arranged for con- 
tinuous operation, having two cham- 
bers, the upper of which can be refilled 
while the material is being drawn from 
the lower one and which can be im- 
mediately replenished by the upper com- 
partment. A feature is the fact that the 
material can be regulated as preferred 
and all of the parts are within view and 
reach. 





HE lLaPlant-Choate Manufacturing Company, Cedar Rapids, 

Iowa, is making a new “Bullscoop” which combines the work 
ordinarily done by a scoop and a bulldozer. At the rear of the tractor 
is attached a scoop shaped like a shovel bucket with teeth which 
break up the soil and facilitates easy loading. This machine is made 
in three sizes, 16 cubic feet, 23 cubic feet and 30 cubic feet, for 
“Caterpillar” ten, fifteen and twenty tractors respectively. 











HE Speeder Machinery Corporation, Cedar Rapids, Iowa, re- 
cently announced an improvement in the crawlers and driving 
mechanism of its model B-3 of %4-yard capacity. The new crawlers 
are of the lug driven type, 16 inches in width and are hinged by 
three eyes. A roller idler now replaces the idler sprocket on the 


front of the crawlers. 


























AIRBANKS, Morse 

and Company, Chi- 
cago, has developed a 
new, very accurate, light 
weight, sturdy scale for 
weighing wheelbarrow 
loads of ingredients. All 
weighing can be done on 
the one scale, as it is 
provided with a tare bar 
and two beams, one for 
sand and one for stone. 
There are two sizes, one 
of which has a 42-inch 
by 30-inch platform for 
weighing wheelbarrows 
and weighs complete only 
275 pounds. The other 
has a 42 inth square plat- 
form for weighing ma- 
terials in carts or bug- 
gies; it weighs 320 
pounds. 



































XUM 








SS al 


—— 





XUM 


OCTOBER, 1931 


MILL SUPPLIES 











DISTRIBUTORS... now is 






Fig. 1741 
V-Belt Drive 


Ideal Pumping Units for a multitude of 
uses including 

WATER SUPPLY 

In industrial plants, hotels, railway tank 
stations, creameries, dairies, schools, etc., 
or on farms; for gravity or pneumatic 
systems, 

OIL HANDLING 

In refineries, distributing stations, dry 
cleaning plants and tank boats. 

MINE PUMPING 

As a gathering pump or for water supply 
service. 

CONSTRUCTION WORK 

For supplying water to concrete mixers, 
“wetting down,” drainage and general 
service. 

IRRIGATION SYSTEMS 

For greenhouses, golf courses, market 
gardens, large lawns, overhead systems. 
CIRCULATING COOLING WATER 

For Diesel, oil or gas engines, or for 
compressors. 

NOTICE...NOW AVAILABLE 


Goulds-Wagener Steam Pumps for all 
services. 


Your 
Opportunity 


Wour great chance to do a big business and a profit- 
able business on a modern line of pumps, at small 
cost to yourselves, has come with the development 


of the new... 


GOULDS AUTOMATIC OILING 


PYRAMID PUMPING UNITS 


with V-belt Drive and 
Compact Overhead Motor Mounting 


With but a small stock, you can place your house 
in a position to meet a majority of the pump re- 
quirements of the industrials in your territory. 

This is possible because of the thoroughly mod- 
ern engineering principles involved in the design 
and construction of the new GOULDS units and 
their adaptability to a variety of applications. 

All you need to do is to select the proper size 
motor and motor pulley and mount them on the out- 
fit with the “V” Belt. No expert engineering knowl- 
edge necessary. You know the sales opportunities 
in your territory for the right line of pumps. Why 
not cash in on them with this new, modern and 
profitable Goulds line? Write today for further in- 
formation either to our home office or our nearest 


branch. 


Made by the WORLD’S LARGEST MAKERS OF PUMPS EXCLUSIVELY 


SENECA FALLS ...NEW YORK 


*BOSTON *NEW YORK 
CLEVELAND - DALLAS 


*TULSA PITTSBURGH HOUSTON *CHICAGO 
*PHILADELPHIA 


CHARLOTTE ATLANTA 
*Branch Warehouse 
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NEws of the Construction 
Equipment Field ¢ 


Gerten Now President of 
Blaw-Knox 


ICHOLAS GERTEN, for- 
Nee ‘vice-president of the 

Blaw-Knox Company, New 
York, has been made president of 
the company. 

Mr. Gerten came to Blaw-Knox in 
January, 1928, as sales manager. Pre- 
vious to that time he had been an 
engineer in the technical department 
of the Mitsubishi Company in New 
York and still earlier he had been 
with the Allied Machinery Company. 
He is a graduate of the University of 
Illinois, Class of 1917. 

ee s 


Caterpillar Tractor Issues Two 
New Broadsides 

The Caterpillar Tractor Com- 
pany, Peoria, Illinois, has just pre- 
pared two new pieces of literature 
—one on its twenty leaning wheel 
grader and the other on its sixty 
elevating grader with engine belt 
drive. 


New Sales Manager for 
Barber-Greene 

The Barber-Greene Company, Au- 
rora, Illinois, announces the appoint- 
ment as general sales manager, of F. 
D. Hooper, formerly sales manager 
of the Lidgerwood Manufacturing 
Company, Elizabeth, New Jersey. 

Mr. Hooper was born and raised 
on the “Sidewalks of New York.” 
He received his mechanical engineer- 
ing and electrical engineering de- 
grees at Sibley College, Cornell Uni- 
versity, graduating in the class of 
1907. He was employed by the Lack- 
awanna Steel Company, now Beth- 
lehem Steel, and the Boston and 
Maine Railroad before starting his 24 
years of continuous service with the 
Lidgerwood company. 

“es > 
R. W. Andrews Director of 
Blaw-Knox International 

Announcement has been made by 
The Blaw-Knox Company, of the 
appointment of Roger W. Andrews, 








It was a hot, muggy day in Los Angeles, what is known as “earthquake weather.” But 
these men evidently have no fear of earthquakes. They are earth movers themselves; 
that is they handle the machinery. In the left to right order are: J. K. Pease, manager 
of the construction equipment department of the Harron, Rickard and McCone Com- 
pany; Norman W. Mills, of the Electric Steel Foundries Company, Portland, Oregon; 
W. P. Huested, salesman of the construction equipment department and W. J. Sie 
salesman of the machine tool department of Harron, Rickard and McCone. 





F. D. Hooper 





now assistant to the president, as 
vice-president and a director of 
Blaw-Knox International Corpora- 
tion. Mr. Andrews will have his 
headquarters in Paris and will be in 
charge of the company’s European 
activities. He will take the place of 
the late C. T. Clack. 

Before coming to The Blaw-Knox 
Company, Mr. Andrews operated his 
own company under the name of 
Andrews-Bradshaw Company, spe- 
cializing in power plant and engineer- 
ing equipment, principally in the 
manufacture of steam, gas and air 
purifiers under the trade name 
“Tracyfiers.” On January 1, 1928, 
the Andrews - Bradshaw Company 
was merged with the Blaw-Knox 
Company and the “Tracyfiers” taken 
over. Mr. Andrews was then made 
manager of the “Tracyfier” division, 
which position he held until the 
spring of 1929, when he was ap- 
pointed assistant to the president. 

Mr. Andrews is a member of the 
Engineers’ Society of Western Penn- 
sylvania and the American Society 
of Mechanical Engineers. 
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(Continued from page 88) 
special representative of Diesel and 
gas engine sales on the Pacific Coast. 


A. M. Boehm goes to Kansas City 
as Diesel and gas engine specialist. 
He formerly was in the sales depart- 
ment at Buffalo Works. 


Joseph F. Hecking, formerly with 
the Diesel engine sales division in 
New York, has been assigned to the 
Diesel and gas engine sales division 
at Buffalo. 

William J. Daly, assistant manager, 
Cincinnati Works sales division, has 
been assigned to Pittsburgh, on spe- 
cial sales work. 

G. A. Herrman, formerly sales en- 
gineer at Chicago, has been appointed 
acting district manager at St. Paul. 

W. R. Kennedy, sales engineer at 
Pittsburgh, has been appointed act- 
ing district manager at Kansas City. 

a 


Bruton District Sales Manager 
for Amsco 

W. C. Bruton, for many years an 
American Manganese Steel Company 
engineer working from the company’s 
Oakland, California, office, has been 
appointed district sales manager for 
the Pacific Northwest territory com- 
prising Oregon, Washington, British 
Columbia and the Coeur D’Alene dis- 
trict in Idaho. 

Ss 


Johns-Manville Issues Larger 
Bulletin 
The Johns-Manville Company is 
defying the depression by increasing 
the size of its publication, “The 
Power Specialist,” to 24 pages, effec- 
tive with the July-August issue. 
x * x* 


Jackson of Syntron Company 
Dies 
E. Douglas Jackson, general man- 
ager of the Syntron Company, Pitts- 
burgh, died on August 18 at Union 
Bridge, Maryland, at the age of 49 
years. He went to Pittsburgh 11 
years ago and had been associated 
with the Syntron Company since then. 
*-2 * 


Newark Wire Cloth Appoints 
Ryan 

The Newark Wire Cloth Company, 
Newark, New Jersey, has announced 
the appointment of F. C. Ryan, as 
sales manager. Mr. Ryan is a grad- 
uate of Lehigh University in chemical 
engineering. During the war he was 


MmecEKRDORFER 


Motor Driven 


/ 


Mf x 
atratate Bronze 


PUMPS & BARS 


The name Oberdorfer on a product commands respect for its 
quality and dependability. The Oberdorfer line of Motor 
Driven Gear and Centrifugal Pumps upholds the best traditions 
for Oberdorfer efficiency and value. These pumps are also avail- 
able in individual units. Oberdorfer “Electric Bronze” Bars are 
noted for the high quality of their metal and their uniformity. 
Available in solid or cored bars in three degrees of hardness. 
Send for complete data. 










M. L. OBERDORFER BRASS CO. 
2300 Thompson Road Syracuse, N. Y. 





Motor Driven 
Centrifugal Pumps 


Motor Driven 
Gear Pumps 
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“BOSS” HOSE COUPLINGS 


CADMIUM PLATED—RUST PROOF 





You see, it was like this: Bill and his helper were not in a good humor; 
in fact, they were hopping mad. 

‘Barely had they started on the job when the blamed old couplings began 
leaking and finally “blew”. It was the usual story of improper couplings fur- 
nished with the hose; they were not suited for the purpose and wouldn’t 
stand up. 


So, Bill said: “Don’t bother trying to put it back. We'll cut off the cou- 
pling from the other end and get a couple of the ‘BOSS? from that old steam 
hose.” In a jiffy they were plugging away on the job. 


Pointer: If you will send out your hose with “BOSS” Couplings already 
attached, you will avoid trouble and make a satisfied customer every time. 


Sold for Resale Only 





DIXON VALVE & COUPLING CO. 
169 W. Columbia Ave. 
PHILADELPHIA 
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ALLIGATO 


STEEL BELT 


Only a hammer needed to apply Alligator 
Steel Belt Lacing. Holds the belt in a vise-like 
compression grip. Prevents ply separation at 
belt ends. The smooth, flexible joint is reliable 
in service and,has great surplus strength. 

Combines the efficiency of an endless belt and 
the convenient take-apart feature. In general 
use on light, medium and heavy belts of all 
types. Made also in monel metal. Eleven sizes. 
You can recommend it “blind.” 


Flexible Steel Lacing Company 


4633 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London, E. C. 2 
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connected with the United States Bu- 
reau of Mines. He has been sales 
engineer with the New Jersey Zinc 
Company and later staff manager with 
the Johns-Manville Sales Corpora- 
tion, 

a4 


National Acme Company to Use 
Dardelet Product 


The National Acme Company 
Cleveland, Ohio, and Windsor, 
Vermont, has entered into a license 
agreement with the Dardelet 
Threadlock Corporation to manufac- 
ture, use, and sell bolts, nuts, and 
screw machine products threaded 
with the Dardelet self-locking screw 
thread. 

* * * 


New Lathe Catalog Issued by 
South Bend 


The South Bend Lathe Works, 
South Bend, Indiana, has just issued 
a new general catalog, number 29. 
This 128-page catalog, in two colors, 
contains illustrations and descriptions 
of the company’s series “0” line of 
lathes from 9-inch size to 18-inch 
size. 

x * x 


E. L. Ryerson, Jr., on Relief 
Committee 


Edward L. Ryerson, Jr., president, 
Joseph T. Ryerson and Son, Incor- 
porated, Chicago, is one of the 60 
leaders forming an advisory com- 
mittee chosen by President Hoover 
to assist Walter S. Gifford, president, 
American Telephone and Telegraph 





E. L. Ryerson, Jr. 
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Company, as director general of the 
nation’s relief system. 

Mr. Ryerson is also chairman of 
the Governor’s commission on wun- 
employment and relief for the state 
of Illinois. 

* * * 


New Conway Clutch Bulletin 

The Conway Clutch Company, 
Cincinnati, has recently issued a new 
bulletin covering its line of expansion 
full floating type clutches. 


* * * 


Dundon Joins Rusco Sales Force 

A. F. Dundon, of Troy, New 
York, has been appointed a territorial 
representative of the Russell Manu- 
facturing Company, Middletown, 
Connecticut. He was formerly con- 
nected with the Ford Motor Com- 
pany at Long Island City, New York, 
and for the past four years has been 
with the L. and D. Products Manu- 
facturing Company at East Hamp- 
ton, Long Island. He will cover the 
Albany territory for Rusco. 

R. O. Vixtrum, Los Angeles, will 
cover the Los Angeles beach district 
for Rusco, according to an announce- 
ment by R. W. Conroy, Pacific Coast 
division manager of Rusco. Mr. Vix- 
trum comes to the Russell Company 
from the Richfield Oil Company and 
the Electric Equipment Company, 
both of Los Angeles. 


xk * * 


Easton Car Buys Lakewood 
Industrial Division 

The Lakewood Engineering Com- 
pany has sold the industrial division 
of its business to the Easton Car and 
Construction Company, Easton, Penn- 
sylvania. 

x * x 


New Edition of Diamond Rubber 
Catalog 

A new edition of The Diamond 
Rubber Company’s mechanical cata- 
log is now ready for distribution. 
Some new cuts have been incorpor- 
ated, as well as some new items. 

For the general trade the catalog 
has been produced with covers and 
mailing envelopes printed from Dia- 
mond rubber engraving plates, in an 
attractive design. For distributors’ 
salesmen a limited number has been 
prepared without covers, and per- 
forated for including in loose-leaf 
catalogs of standard size. 


Chain Industry Identifies Simpli- 
fied Lines in Catalogs 

All of the manufacturers of welded 
chain who have accepted simplified 
practice recommendation Number 
100-29 have recently expressed their 
intention of identifying the simplified 
lines in their new catalogs and trade 
lists, according to an announcement 
by the division of simplified practice 
which is part of the National Bureau 
of Standards. 

This plan is designed to assist buy- 
ers in maintaining close adherence to 
the waste elimination program, Co- 
operation by purchasing agents, ar- 
chitects, contractors and other users 
greatly increases the benefits and 
economies possible through simplified 
practice. The welded chain industry 
is the first to record 100% identifica- 
tion in the catalogs of accepted manu- 
facturers. 

The National Association of Pur- 
chasing Agents, the American Insti- 
tute of Architects, the Associated 
General Contractors of America, the 
Chief Coordinator’s Office of the 
U. S. Government and other repre- 
sentative users of simplified commod- 
ities have for some time strongly 
urged that this policy be adopted by 
manufacturers. 

.- * 


Ryerson Issues New Bulletin 

Joseph T. Ryerson and Son, In- 
corporated, Chicago, has ready a 
bulletin describing the wide variety 
of shafting, screwstock, and open 
hearth case carburizing steels in use 
today. Everything from standard 
shafting to special accuracy stock is 
explained in a non-technical manner, 
describing what each is used for and 
why it serves certain purposes to the 
best advantage. Illustrations are 
used throughout the book. 

A comprehensive range of prod- 
ucts manufactured through the use 
of these various qualities are listed 
enabling the reader to refer readily 
to the steel in which he is interested. 
In some instances the method of 
manufacture is explained briefly to 
give a better understanding of the 
machining features and applications. 
Shop records are also- included to in- 
dicate the time, labor or money sav- 
ings effected through the use of cer- 
tain qualities. The last page is de- 
voted to a list of standard manufac- 
turing tolerances and S. A. E. speci- 
fications of the various round, square, 
hexagon and flat bars described. 




















MYERS 
WATER 
SYSTEMS 


Water at the turn of a tap for 
country and suburban homes, for 
public and private buildings and 
institutions isolated from city 
water mains, for mills, mines or 
factories—Myers self-oiling, self- 
starting, self-stopping features for 
any service up to ten thousand 
gallons of water per hour provide 
dependable water facilities at a 
surprisingly low cost. 





Types for shallow or deep wells. 
Operation by engine or motor. 





See our nearest distributor or write 
us direct for catalog and complete 
information. 


THE F. E. MYERS & 
BRO. CO. 
Ashland, Ohio 


PUMPS—WATER SYSTEMS—HAY 
TOOLS—DOOR HANGERS 
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BUSINESS TIPS 


ASHLAND, KY.—Kentucky and 
W. Va. Power Co. will build new 
equipment storage and distributing 
plant with service and repair depart- 
ments, to cost about $70,000 with 
equipment. General contract has been 
awarded to Walter H. Cox, Ashland. 

x * x 

ASHEVILLE, N. C.—Queen City 
Coach Co., Charlotte, and Skyland 
States, Inc., Asheville, joint owners 
will build a bus terminal to cost about 
$75,000. 

* * * 

ATLANTA, GA. — International 
Vegetable Oil Co., Milton St. and 
West Point Railroad, will rebuild 
part of compounding and distribu- 
uting plant recently destroyed by fire 
with loss of more than $100,000 in- 
cluding machinery. 

*e 

AUGUSTA, ME.—L. D. Flint, 5 
Lincoln St., is taking bids for the 
building of a l-story service garage 
on State St., to cost about $40,000. 
Edward Sales Co., 443 Portland St., 
Portland, is the architect. 

* * *x 

BANNING, CAL. — Banning 
Union High School District will 
build one-story manual training shop, 
44 x 99 ft., at high school group. 
Frank R. Schaefer, Kerckhoff Bldg., 
Los Angeles, is architect. 

ok * * 

BALTIMORE, MD. — Michael 
Heister, 2008 Klingle Rd., Washing- 
ton, is drawing plans for a multi- 
story automobile service, repair and 
garage building, 100 x 150 ft., to cost 
over $250,000 with equipment. 

* * * 

BEAVER FALLS, PA.—Mayer 
China Co., Second Ave. and Fourth 
St., has plans under way for rebuild- 
ing power plant and mold shop, re- 
cently burned, with loss over $100,- 
000 including equipment. New units 
will cost about the same amount. 

x * * 

BRAWLEY, CAL.—Imperial Ice 
and Development Co. is planning an 
addition to ice-manufacturing plant 
to cost over $65,000 with machinery. 

o* * K 

BRIDGEPORT, CONN— 
Bridgeport Window Shade Co., 197 
Stratford Ave., will build a 2-story, 
62 x 100 ft., factory on Fairfield Ave. 
at an estimated cost of $40,000. Ar- 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








chitect is A. Pokras, Community 
Bidg., Fairfield. 
* * * 

BURLINGTON, IA. — Heinlin- 
Hine Mfg. Co. has leased a one-story 
building, 50 x 80 ft., to be erected 
by Oscar Weinrich, Burlington, and 
associates, for new plant unit. 

x * x 

CHICAGO, ILL. — Illinois Steel 
Warehouse Co., 1319 Wabansia Ave., 
has filed plans for one-story storage 
and distributing plant, 75 x 102 ft., 
to cost over $40,000 with equipment. 
Architect is Leonard C. B. Holmboe, 
South Chicago. 

* * * 

CINCINNATI, O.—Bode Bodies, 
Inc., 1655 Central Ave., has let con- 
tract to William Miller and Son, for 
one-story addition, 25 x 60 ft. 

* * * 

COLUMBUS, O.—Television and 
Radio Corp. of Ohio, recently organ- 
ized by J. W. Tracy, Columbus, and 
associates, plans operation of local 
plant for production of radio and 
television equipment. 

* * * 

DENVER, COLO.—Contract has 
been awarded to McCarty-Johnson 
Heating and Engineering Co. by city 
for the construction of a heating plant 
for new city and county building to 
cost about $141,000. 

ok * * 

EAST LANSING, MICH.— 
Board of Trustees, Michigan State 
College, has plans for a 2-story ad- 
dition to engineering school, to cost 
about $40,000 with equipment. Bowd 
and Munson, Lansing, are architects. 

x * * 

EAST LIVERPOOL, O.— Pat- 
terson Foundry and Machine Co. has 
asked bids on general contract for a 
one-story steam-operated electric gen- 
erating plant to cost about $75,000 
with machinery. Albert D. Birch, 
plant manager, is in charge. 

x * x 

EDCOUCH, TEX.—R. E. Ewing, 

Santa Rosa, Tex., heads project for 


building ice-manufacturing plant to 
be electrically-operated and to cost 
about $75,000 with machinery. 
* * x 

EVERETT, MASS. — School 
Committee plans to install manual 
training equipment in connection with 
extensions and improvements in Al- 
bert N. Parlin Junior High School, 
to include metal-working, woodwork- 
ing, printing, electrical and other 
shops. Program will cost over $200,- 


* * x 


GALENA, S. D.—Double Rain- 
bow Mines Co. has approved plans 
for a new ore mill at mining prop- 
erties to cost over $50,000 with grind- 
ing, pulverizing, conveying and other 


equipment, 
a 


GARY, IND.—Board of Educa- 
tion is planning to install a vocational 
training department in first unit of 
new high school group, now being 
constructed. Building is three stories 
and basement, 187 x 295 ft., and will 
cost close to $1,000,000 with equip- 
ment. William B. Ittner, 911 Locust 
St., St. Louis, is architect. 

* *« * 


GREENSBORO, N. C.—Greens- 
boro Coca-Cola Bottling Co. plans to 
install automatic bottling machinery, 
conveying and other handling equip- 
ment in new 2-story plant to cost 
over $85,000, of which about $25,000 
will be used for equipment. This 
company was recently organized by 
J. Frank Harrison, Chattanooga. 

*x* * x 


HARTFORD, CONN. — Arrow- 
Hart and Hegeman Electric Co., 
Hawthorn St., will build one-story 
addition, 36 x 70 ft., to cost close to 
$35,000 with equipment. General 
contract has been awarded to A. F. 
Peaslee, Inc., 15 Lewis St. Mylch- 
reest and Reynolds, 238 Palm St., 
are architects and engineers. 

a 


HASTINGS, NEB.—State Board 
of Control, H. S. Thorpe, Chairman, 
will build a one-story machine shop 
to replace one destroyed by fire at 
State Hospital for Insane at a cost 
of $18,000. 

x * * 

INDIANAPOLIS, IN D.— Eli 
Lilly and Co., Alabama and McCarty 
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NEW! 


The Modern Car Mover 


SWACO 


The only real improvement 
in Car Movers in years. 


Grips the rail at 
5 points and 
cannot slip. 






Distributors 


You can make real profits with 
this line and sales are easy. 
Write us. 


Safety Wrench & Appliance Co. 


WORCESTER, MASS. 
Vi 


Repeat ¢4 <4 
Orders § om Test 


















ECONOMY SCREWS 
Will Stay Sold 


Ask Any Economy Distributor 
One Sale Means Many More 


Would you like to know why we 
believe you can do a large volume 
at substantial profits with the 
Economy line of Safety Set Screws, 
Socket Head Cap Screws, Head- 
less Set Screws and our special 
screw machine jobs? Write today 
for complete information on our 
products and our distributor plan. 


ECONOMY MACHINE 
PRODUCTS COMPANY 


5214 Lawrence Avenue 
Chicago, Illinois 





Sts., will build a new plant and re- 
search laboratory unit, four stories 
and basement, 50 x 222 ft., to cost 
over $500,000 with equipment. Gen- 
eral contract has been awarded to 
Leslie Colvin, Continental Bank Bldg. 
Robt. F. Dagget, Continental Bank 
Bldg., is architect. 
* * * 


LOS ANGELES, CAL.—William 
Richards, Architects Bldg., will build 
a 3-story automobile service, repair, 
and garage building at 1207 S. Grand 
Ave., 100 x 150 ft., to cost about 
$100,000 with equipment. 

a 


LOUISVILLE, KY. — Louisville 
Gas and Electric Co., 311 W. Chest- 
nut St., will erect a transformer sub- 
station at 1710 S. llth St., at an 
estimated cost of $250,000. 

* * ok 


MENASHA, WIS. — Appleton 
Engraving Co., 348 W. Water St., 
Appleton, Wis., will build a new 
branch plant, 65 x 115 ft., part two 
stories and basement. LeVee and 
Gmeiner, architects, Appleton, will 
design the building. 

x * x 


MINNEAPOLIS, MINN. — 
Board of Education, City Hall, has 
asked bids on general contract for 
first unit of a new vocational school 
group, three stories and basement, to 
cost $400,000 with equipment. George 
F. Womrath is business superintend- 
ent of the board. Architect is Bureau 
of Buildings, Architectural Division, 
811 N. E. Broadway. 

* * x 

MT. VERNON, O.—Cooper-Bes- 
semer Corp., Grove City, Pa., will 
consolidate foundry operations, in- 
cluding pattern-making, at local plant 
with concentration of engine produc- 
tion, including assembling and _fin- 
ishing, at Mount Vernon plant. 

* * * 

MUSKOGEE, OKLA.— Com- 
munity Ice and Produce Co., Sulphur 
Springs, Tex., is planning to build a 
new ice-manufacturing and cold stor- 
age plant with electric-operated ma- 
chinery to cost about $50,000 with 


equipment. ~ = * 


NASHVILLE, TENN.—New 
women’s vocational building and 
men’s agricultural and_ industrial 
building at A. and I. College, Cen- 
tennial Blvd., will be erected. State 
Board of Education, State Capitol, is 
in charge of bids. 














Every Noisy Plant 
a Real Prospect 






Code Style 
FEDERAL 


“wan 
Resale Price T a A 


$65.00 SIREN 


Provides peculiar powerful call heard above 
factory roar, instantly “spotting” individual 
or group of people wanted. Permits complete 
code cal por Bas oy Saves time and eliminates 
costly delays and annoyance. Does not con- 
flict with other sirens or signals. You'll find 
a surprising demand for this modern develop- 
ment in your territory—in large plants and 
small. 


An Unusual Opportunity for 
Distributor Sales and Profits 


Write for Details 


FEDERAL ELECTRIC CO. 


8700 S. State St. Chicago, Ill. 
New York Branch: 60 East 42nd St. 














Your Customers Will 
See the Difference 


X-L Pipe Couplings and Nipples 
are made from absolutely new ma- 
terials—not from used or rejected 
pipe. Call that fact to your cus- 
tomers’ attention and they will im- 
mediately see the difference. From 
then on they will demand X-L 
products. 


ent Leet 


Quality 
E Seamless Pipe Couplings E 
W Merchant Pipe Nipples W 
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X-L Merchant Pipe Nipples 
can be furnished in cartons in 
either assort- 
ed lengths or 
straight sizes 
from close to 
6 inch inclus- 





COMBINATION 
SHIPMENTS 
Generous freight 
allowance on com- 
bination shipments 
weighing 300 Ibs. 











or more. ive. 
Wheeling Machine Products 
WHEELING (Co, W. VA. 
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CORRECT 
SOLUTION 


of any problem in automatic 
pressure or flow control of steam, 
air, water or gas is found in the 
complete line of Davis Automatic 
Valve Specialties. The effective 
simplicity in design brings the 
stamp of approval from experi- 
enced engineers. The well estab- 
lished and extensively advertised 
Davis line carries a good profit 
for the distributor. 


DAVIS REGULATOR COMPANY 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 


MS10—Gray 


Genuine Hettrick 
Wins Constantly 
Growing User 
Preference 


Genuine Hettrick Stitched Canvas 
Belting is selling very satisfactorily 
today despite business conditions. 
Ask any progressive Genuine Het- 
trick distributor. 
There is a very definite reason for 
this. The modern industrial buyer 
demands thorough economy in belt- 
ing. Genuine Hettrick provides it. 
Wherever analyses have been made 
of comparative operating costs of 
various types of Belting, Genuine 
Hettrick Stitched Canvas Belting has 
come out with colors flying. 
This has resulted in increased use 
of Genuine Hettrick Stitched Can- 
vas Belting in all plants where such 
tests have been made. 
Take on the Genuine Hettrick line. 
Get your customers to make an an- 
alysis of belting costs and then watch 
your sales increase and your profits 
grow. Let us tell you more about 
the Hettrick line. Write today. 

See our exhibit on Page 56 of the 

MILL SUPPLIES CATALOG and 

DIRECTORY 


Hettrick Manufacturing Co. 
Summit and Magnolia Sts. 
TOLEDO, OHIO, 
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NEENAH, WIS.—wNeenah Brass 
Works has bought machinery, equip- 
ment and good will of Johnson and 
Wells Machine Co., Neenah, and is 
consolidating operations at its plant 
on Edna Ave. 

* * * 

NEW YORK, N. Y.— Consoli- 
dated Laundries, 122 E. 42nd St., 
will make alterations to laundry and 
garage, 50 x 153 ft., at Wilkins Ave. 
and 170th St., at an estimated cost 
of $60,000. Architect is A. Schwartz, 
103 Park Ave. 

* * * 

PALMYRA, MICH.— Work is 
under way on a one-story addition to 
the mill of the Simplex Paper Co., 
Adrian, Mich., maker of corrugated 
boards, chip boards, etc. Project will 
cost about $30,000 with machinery. 

* * * 


PHILADELPHIA, PA. — How- 
ard A. Lang, 364 W. Duval St., and 
associates have organized the Ameri- 
can Control Corp., and will operate 
local plant for making automatic con- 
trol devices and equipment for elec- 
trical service, switches, etc. Raymond 
Fischer, 816 Mason Ave., Drexel 
Hill, Pa., has an interest in the com- 


pany. +e 


POTTSTOWN, PA.—Hill School 
will soon award contract for the con- 
struction of a 1- and 2-story, 53 x 
134 ft. power house and laundry. 
W. H. Bell is trustee. Ballinger Co., 
12th and Chestnut Sts., is engineer. 

‘2 ¥ 


READING, PA.— Modern Iron 
Works has been organized by John 
H. Herbein, 624 N. 25th St., Penn- 
side, Pa., and associates, with capital 
of $25,000, to operate a general iron 
and metal works, including orna- 
mental iron, brass and bronze depart- 
ment. John Bauman, Shillington, 
Pa., will be an official of the com- 
pany. 





x * * 

SHERMAN, TEX.—Kimball 
Milling Co., Fort Worth, Tex., will 
build new grain elevator at plant of 
Diamond Mill and Elevator Co., re- 
cently acquired, to cost over $90,000 
with elevating, conveying, screening 
and: other equipment. General con- 
tract has been awarded to Jones- 
Hettelsater Construction Co., Mutual 
Bldg., Kansas City, Mo. 

* * *x 

STUTTGART, ARK.—Stuttgart 
Rice Growers Elevator Co., recently 
organized, will build new rice ele- 
vator on local site, to cost over $70,- 








Copper Tubing 


Seamless. Sizes—from yx to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vs to 14% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7; to 14% 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 14 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 


for prices. 
WOLVERINE TUBECO. 


‘2 SP 
SEAMLESS COPPER /9 am 
< 


< 
1451 Central Ave. 





BRASS & ALUMINUM 


Detroit, Mich. 


ARM 96 HAMMER 
Wrot Iron Anvils 


CRUCIBLE STEEL FACE 








Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 
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We can tell you about a new 
market for this tool that is ready 
right now for your salesmen to 
work ata profit. Write for details. 


SKILSAW SANDER is an 18 Ib. portable belt 
surfacing machine for finishing wood, metal, 
or stone. It has a hundred industrial uses. 


SKILSAW x-. 


3304 Elston Ave. 


CHICAGO 


@ 







Can be 
attached 


Electrie Drill 
NOW! !.A Great Tool 
with a Waiting Market 


this 


NEW 
Anthony %” Drill Hammer! ! 
Answering to a “‘T” that long 
felt need for a GOOD, inex- 


What a product, 


pensive drill hammer. Best 
chrome nickel steel—sturdy 
and strong. A fast seller with 
unusual profits for you. 


Write at once for further de- 
tails and distributor plan. 


UP-TO-DATE 
Machine Works 


2915 SO. WABASH AVE. 


CHICAGO 












THE OLD WAY 

















000 with elevating, conveying, screen- 
ing and other equipment. G. E. 
Hammans is president. 


* %* * 


SULLIVAN, MICH.—City Coun- 
cil will arrange bond issue of $80,000 
for a municipal electric light and 
power plant for which plans will be 
drawn soon. 

* * x 


SYRACUSE, N. Y.— Syracuse 
Lighting Co., South Warren St., will 
build a new maintenance shop and 
service building on Erie Blvd., at an 


estimated cost of $500,000. 


“ss & 


TACOMA, WASH.— Factory 
branch, storage and distributing plant 
of the Pittsburgh Plate Glass Co., 
Grant Bldg., Pittsburgh, recently 
damaged by fire, will be rebuilt. Loss 
was estimated at over $75,000 includ- 
ing equipment. Temporary quarters 
have been located at 1721 Jefferson 
Ave., Tacoma. C. D. McColm is local 
manager. 

x * x 


TAMPA, FLA.—Florida Petro- 
leum and Refining Co., Stovall Pro- 
fessional Bldg., has taken option on 
15 acres of water front property, 
and pjans to use the site for a new 
oil refinery to cost about $200,000 
with machinery and storage and dis- 
tributing facilities. 


* *K * 


TRENTON, N. J.—Kuhn and 
Jacob, Prospect St., will build a one- 
story machine shop, 40 x 175 ft., on 
site, 256 x 300 ft., recently acquired, 
to cost $25,000. Company operates 
a general machine works. 


* %* * 


YPSILANTI, MICH.—Ford Mo- 
tor Co., Dearborn, Mich., has plans 
under way for a one-story branch 
plant to cost over $100,000. Albert 
Kahn, Inc., Marquette Bldg., Detroit, 
is architect. 

ee 6 


WATERTOWN, WIS.—Common 
Council is taking bids for sewage 
plant for city. Council has author- 
ized erection of new plant at cost of 


about $110,000, including sewage 
treatment system. City engineer is 
B. F. King. 





A Money Saver! 


For the many odd sawing jobs that 
slow up production when done on large 
band or circular saws, or take too much 
high-priced labor when done by hand 
. . . sell your customers this efficient, 
high-grade, small power saw .. . the 


Electra-Keen 


FOLEY Jig Saw 


Makes all kinds of cuts . .. rip or cross cut 
. straight, angular, circular or scroll, Cuts 
up te 2-inch stock of hardest lumber. Fast, 
smooth-cutting . . . patented Counter Balancer 
reduces vibration to a minimum. Saw draws 
away from cut on upstroke, preventing back drag. 
10-inch tilting table, rigid one-piece frame .. . 
finest material and workmanship throughout. 
Portable—can be clamped to any work bench. 
with % h.p. motor and 4 
Only $35 blades (3 for wood, 1 for 
metal cutting). Special adjustable guide and 
quadrant (shown above) $5.00 extra. 
Write us today for full informa- 
tion and industrial distributors’ 
discounts. 


Foley Manufacturing Co. 
46 Main St., N. E., Minneapolis, Minn. 
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The STANDARD LINE 
FLEXIBLE SHAFTS 


and 
EQUIPMENTS 
Type M7A—1\% H.P. Capacity 

















Send for our Large and Complete 
Catalog No. 25, showing many 
types and sizes 4 to 2 H.P. 


Manufactured by 


N. A. STRAND & CO. 


5001-5009 N. Lin:zoln St. 





Chicago 
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Who Sell 


fhrough 


MAINTENANCE ENGINEERING 


Read by maintenance superintendents, plant engineers, master mechanics, 


Alemite Corporation 
Alexander Brothers, Inc. 
Allis-Chalmers Mfg. Company 
American Blower Corp. 
American Cable Company 
American Fixture Company 
American Pulley Co., The 
Appleton Electric Company 
Black & Decker Mfg. Co. 
Bussmann Mfg. Company 
Byers Company, A. M. 


Colt’s Patent Fire Arms Mfg. Co. 


Cutler-Hammer, Inc. 

Dayton Rubber Mfg. Company 
Dayton Safety Ladder Co. 
Detroit Belt Lacer Company 
Diamond Chain & Mfg. Co. 
Efficiency Electric Company 
Electric Valve Mfg. Company 
Fafnir Bearing Company 

Falk Corp. 

Gates Rubber Company 


chief electricians, etc. 


Gears & Forgings, Incorporated 
General Cable Company 

Gilmer Company, L. H. 
Goodrich Rubber Co., B. F. ~ 
Houghton Company, E. F. 
Irvington Varnish & Insulator Co. 
Jeffrey Mfg. Company, The 
Jones & Laughlin Steel Corp. 
Kester Solder Company 

Lincoln Electric Company, The 


Linde Air Products Co., Th 
Link-Belt Company 

Mica Insulator Company 

Morse Chain Co. 

Norma-Hoffman Bearings Corp. 
Ohio Valley Pulley Works, Inc. 
Philadelphia Gear Works 

Quincy Compressor Co. 

Reeves Pulley Company 

Republic Rubber Company 
Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
S. K. F. Industries, Inc. 

Standard Pressed Steel Company 
Thermoid Rubber Company 
Thompson Electric Company, The 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Corp. 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Wood’s Sons Company, T. B. 
Worthington Pump & Mach. Corp. 


MAINTENANCE ENGINEERING 


(Formerly INDUSTRIAL ENGINEERING 
McGraw-Hill Publishing Co., Inc. 


330 West 42nd Street New York City 








